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AGENTS DISCUSS MANY SUBJECTS 


Strong Resolution Against Compulsory Automobile Liability 
Insurance Is Adopted 


By Loucnron T. 


the National Association of Insurance 
Agents, held in Savannah, Ga., on Iebru- 
ary 11 and 12, was marked by a literal 
“blaze of glory” when, on Thursday after- 
noon, about two hours after the final ses- 
sion had adjourned, a fire broke out in 
the attic of the De Soto Hotel, which had 


A high wind hampered the 





been convention headquarters. 
firemen in their efforts to bring the flames under control, but 
after several hours’ work the last embers were finally extin- 
vuished. The actual fire damage was slight, but, due to the 
fact that the top floor was the scene of the outbreak, there was 
considerable water damage on all the lower floors. The incident 
created much ironic comment and it was remarked as peculiar 
that a fire should break out when a meeting of fire insurance 
agents was being brought to a close. 
WEDNESDAY MORNING 

The outstanding features of the Wednesday morning session 
were the address of Thomas C. Moffatt, president of the 
National Association, the report of the executive committee 
as read by Chairman Cliff C. Jones, and a discussion on com- 
pulsory automobile insurance, which concluded with a_ talk 
on this subject by George FE. Turner, general manager and 
counsel of the Casualty Information Clearing House, Chicago. 
After the address of welcome to the delegates had been 
delivered by Robert M. Hull, mayor of Savannah, and follow- 
ing his plea that the Association hold its annual meeting in 


SMITH 


that city in 1926, President Moffatt took control of the con- 
vention. He outlined the program of the sessions and impressed 
upon the delegates the importance of the problems now con- 
fronting the National Association. Reviewing the progress 
made by the Association in its efforts to better the status of 
the insurance agent, President Moffatt pointed to the present 
strong position of the National Association and pleaded with 
the members to lend their support to all movements which 
were originated for the common good. 

Cliff C. Jones, chairman of the executive committee of the 
Association, next read his report. The committee recommended 
to the several State associations that they adopt the Milwaukee 
resolution and the declaration of principles made by the 
Association and embody them in their fundamental laws, 
enacting such measures as might be necessary for proper 
enforcement. On this point the report said: 

The executive committee of the National Association believes that 
its long established policy of conference and cooperation will provide 
means for the application of these principles, and for the 
and equitable adjustment of every question that has arisen 
or that may arise between companies and agents. Such questions as 
agency limitations, qualification of agents, the observance of proper 
local board rules, and every other question concerning fair agency 
competition and adequate public service should be adjusted by and 
through this medium. 


a ready 
amicable 


UNDERWRITERS’ ANNEXES 
Dealing with the subject of underwriters’ annexes, the com- 
mittee’s report stated that the National Association has long 


(Continued on page 11) 
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THE ADVISORY BOARD PLAN 


Results of Four Years’ Trial in the Keystone State-—Regarded as 


a Necessity There 


; 





Despite the predictions of some critics, 
the Insurance Advisory Boards in Penn- 
sylvania not only have met the expecta- 
tions of those sponsoring them, but have 
far exceeded their greatest hope. Many 
who were skeptical of its efficacy four 
years ago have now come to realize that 
boards such as those functioning in Penn- 
sylvania are proving to the insurance 


and practicability. 





The accompanying article, referring to 
the advisory board system of the Insur- 
ance Federation of Pennsylvania, was 
weritten especially for THe SPECTATOR by 
a man in close touch with its workings. 
It presents the views of the men who are 
working out the plan as to its success 


lessness. “These people are never a credit 
to any business, and certainly not to that 
of insurance. If the public is expected 
to entrust the insurance agent or broker 
with its insurance problems, certainly no 
one who professes to be the representative 
of any branch of this great economic 
structure—insurance—should for a mo- 
ment even, consider hindering these edu- 








world, and the insuring public as well, 
their right to existence. 

Regardless of what might otherwise be said to the contrary, 
the insurance men, at least in Pennsylvania, are fast awakening 
to a realization of the necessity for keeping as many of the 
problems of the insurance business as possible away from the 
Insurance Department, assuming some of the burden them- 
selves. If the volume of inquiries received from Insurance Com- 
missioners and leading insurance agents—fire, life and casualty 
—throughout the country is to be taken as an indication of the 
desire to have boards organized similar to the ones in the Key- 
stone State, it is safe to assume that before another year rolls 
by insurance men in other States will offer similar assistance to 
the heads of their respective insurance departments. 

Not long ago one very prominent insurance man living in 
Philadelphia, and a gentleman of the highest standing, said: 
“Tf men engaged in other professions and lines of business are 
taking the initiative and handling and solving their own prob- 
lems without referring them to already overworked State de- 
partments, why should not the people earning their living in the 
great business of insurance do likewise? Would any man in 
the insurance business today admit that the business does not 
possess men with proper brains to solve these problems? 
Hardly.” 

Few people, comparatively speaking, understand just what 
the purpose of the Insurance Advisory Board is. The general 
and prevailing impression outside of Pennsylvania seems to be 
“to keep people out of the insurance business.” Such a thought 
could not possibly be further away from the real purpose. Ad- 
visory boards are basically educational in purpose. The proof 
of this statement will be found by referring to purpose No. 4 
of the eight original purposes of the Advisory Board Plan, and 
which has not been changed in any respect. It reads: “To 
encourage, advise and instruct intelligent men and women who 
are seriously intent upon engaging in and remaining in the 
insurance business.” 

It devolves upon individual board members, and others whose 
aid they may enlist, to give all possible instruction and encour- 
agement to the sincere first-time applicant who is in need of 
advice and instruction. It may be said without fear of success- 
ful contradiction that disinterested, incompetent or unworthy 
individuals who usually involve themselves in a shortlived in- 
surance career, as a general rule, mean much trouble for the 
public and home offices, due to indifference, ignorance or care- 


cational advantages or, if you please, re- 
quirements. 

An analysis of the annual report of the Philadelphia Insur- 
ance Advisory Board for the year 1924 will help to convince, 
no doubt. 


REPORT OF THE PHILADELPHIA INSURANCE Apvisory Boarn, 1924 





Applicants 

Agents— Number Total 

AAR x aes oro acetesn, 8 St ed tata" level cueudy eras evecare a on a Aaa 308 

TK! ANd “AULOMODIE .. cisieic:s <sissee.oleieaines covearels 276 

HIEC RONG CCASTIONGY. 35 :4,6.0- 0s ore nine as aes see 157 

CAN VANGEAGCICONE i iers:2 0.0 oscar oar paccvers aiaerslimenee 306 

BIOIN A IIY os cura reas duguentelacteravoreier sracdharehece. ene ana tneaees 35 1,172 
3rokers— 

NA MILINES bays sart sain ror sre orate cic Oa ea 238 238 

1,410 

No. of applications presented— 

No. passed on first examination .............. S806 

No passed on second examination ............ 250 

No. passed on third examination ............. 52 

No. passed on fourth examination ........... 4 1,120 
No. of applicaitons that were not approved— 

Returned to department, non-appearance ...... 24 

No. of applications withdrawn ................ 15 

Not qualified for other reasons .............. 32 290 

1,410 


Every county in the State, with one exception, where boards 
have been organized, and already fifty-nine of the sixty-seven 
have been covered, has operated without hindrance during the 
past four years. Some idea of the work can be had by examin- 
ing the report of the Philadelphia Insurance Advisory Board 
(fire, casualty, and fidelity and surety sections) for the year 
1924: 

Number of first notices sent applicants, 1,410; number of 
second notices sent applicants, 729; number of third notices 
sent applicants, 189. 

It may readily be seen from this that applicants are given a 
very fair opportunity to make their appearance before the board 
when unable to appear on first notice, or should they fail to pass 
on first, second, third or even fourth examination. Some ap- 
plicants appeared as often as eight times. These, however, it 
must be admitted, were the very backward kind and in every 
case gave it up of their own volition, finally admitting they had 
hetter go back to street sweeping or other lines they had been 
following. 

Any honest thinker will agree, after studying this report, 
that the Philadelphia board has performed a very great service 
for the insurance business and prospective policyholders. 
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HE meeting of a very large number 

of the various State legislatures has 
already resulted in a definite indication 
that the changes in compensation laws, 
which essentially mean an increase in 
benefits, are to be continued. In view of 
the highly unsatisfactory conditions in 
the workmen’s compensation business, 
this tendency can hardly be looked upon 
with any great relish by the insuring 
bodies. The cost of such insurance has 
already become a heavy strain upon the 
industry of the country and changes 
which must later force an 
increased rate seem only an extra burden. 
To an onlooker it would appear that many 
minor legislators confine their efforts to 
maintaining their political standing to the 
introduction, in the various legislative 
hodies, of almost countless amendments 
to the present compensation laws. The 
result is extreme confusion, and, in most 
cases, a very noticeable and regrettable 
lack of any consistency in the policy of 
a particular state in reference to work- 
men’s compensation. As in other branches 
of the insurance law there is a real need 
for cooperation among the States to pre- 
pare codes which will be consistent and 
then to maintain them. The present 
variations and inconsistencies of the legis- 
lation on this subject add very materially 
to the executive expense in connection 
with insuring the risks and make the 
business of establishing rates an extreme- 
ly technical and hazardous business. A 
tate established today becomes inade- 
quate tomorrow by reason of additional 


sooner or 


benefits provided by some new amend- 
ment to the law, but such inadequacy can- 
not be immediately rectified, in fact it 
may be several years before anything 
can be done about it. It seems rather too 
bad that nothing can be done to stop the 
flow of new legislation concerning this 
matter. 





i the face of the continued silence of 
Neal Bassett, president of the Fire- 
men’s Insurance Company, the National 
Association of Insurance Agents appar- 
ently finds itself somewhat nonplussed. 
Hence the fireworks, which a few persons 
confidently expected would be on view at 
the mid-year conference of the Associa- 
tion, turned out to be “duds.” There was 
nothing to explode about. The Savannah 
meeting, over which the invisible ghost 
of the Northwestern National Insurance 
Company hovered in comradeship with 
that of the Firemens, contented itself with 
a repetition of the principles of the Na- 
tional Association, and a review of the 
Milwaukee resolution. The 
pyrotechnical display failed to materialize. 
Had there been 


9 


forecasted 


It was just as well. 
any demonstration, it would only have 
been a case of pouring saltpetre into a 
wound that seemingly refuses to heal and, 
as can be readily surmised, the resultant 
smarting would do the patient no good. 
As it is, the agents are having a_ nice 
time; Mr. Bassett is obviously doing that 
which he always intended to do; and, to 
quote a little verse called “A Legend of 
Virginia,’ “The days pass and the weeks 
pass, and the sands run through the 
hourglass.” 


HE current year made a bad start 

in the way of fire waste, the Janu- 
ary loss in the United States and Canada 
having exceeded $41,000,000, according 
to the records of the Journal of Com- 
merce. This is approximately the same 
1924, 
which year, according to the same author- 
ity, produced a_ total 
$377,000,000. As little, if any, under- 
writing profit resulted from the opera- 
tions of 1924, the outlook for the present 
year, judged by the January loss, is 
unfavorable from the viewpoint of profit. 
Ilowever, it is devoutly hoped that the 
loss record will improve during the re- 
maining months of the year. 


5 


amount of loss as in January, 


loss exceeding 


HE index to Volume CXIII of THE 
SpEcTrATOR has just been published. 
This embraces an alphabetical list of all 
articles appearing in the weekly issues 
from July 3 to December 25, 1924, inclu- 
sive. Items are recorded according to 
title and subject, and a cross-index of 
authors’ names is included so that those 
who keep copies of THE SpecTator from 
week to week, as an authentic record of 
insurance events, may readily locate any 
desired story or news paragraph. Copies 
of THe Spectator Index for the last 
six months of the year just closed will 
be sent to subscribers upon request. 





Interesting Analysis of Prudential’s Postal 
Expense 

Indicative of the growing thrift habits of 
the American people as expressed through life 
insurance are the comparative costs of postage 
for the home office of the Prudential Insurance 
Company at Newark, N. J., during the last 
thirty-five years. 

In an annual report made to Edward D. Duf- 
field, president of the company, I. Harry 
Ogden, manager of the mail department of 
the Prudential, makes the following disclosures : 

In 1924 $221,732 was paid to the Newark 
postoffice, an increase of $30,400 over the pre- 
ceding year. This increase of a single year is 
in excess of the entire cost of postage used 
during 1899—twenty-five years ago—when the 
bill was $27,892. In 1889 the company spent 
$3366 for the entire year’s postage, while dur- 
ing the last three days of 1924 the outgoing 
mail from the home office cost $4100. 

According to this report the company has 
more than doubled its postage costs during the 
last ten years, the figure for 1914 being $113,404. 

Fire Association Group Has Good Year 

The group of companies including the Fire 
Association of Philadelphia, the ‘Victory In- 
surance Company, and the Reliance Insurance 
Company, all of Philadelphia, show large in- 
creases in financial strength and business vol- 
ume during the past year. Each of the three 
companies increased its capital, and each shows 
considerable advances in assets and net surplus. 

The Fire Association now reports assets of 
$20,504,604, a gain of about $3,935,000, and a 
net surplus cf $7,205,330, an increase of about 
$2,133,000. The surplus to policyholders is 
now $10,205,330, including $3,000,000 capital. 

The Victory reports assets of $2,305,700, an 
increase of about $1,137,000, and a net surplus 
of $528,784, an increase of about $311,000, giv- 
ing the company a surplus to policyholders of 
$1,528,784, including $1,000,000 capital. 

The Reliance exhibits resources amounting 
to $2,674,243, an increase of about $1,378,000, 
with a surplus to policyholders of $1,551,785, 
made up of $1,000,000 capital and a net surplus 
of $551,785. President Elihu C. Irvin and his 
fellow officers merit congratulations upon the 
fine advances made by this substantial group 

of companies. 
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THE PASS KEY— 
ALL the ODDS a SALESMAN asks ARE: 


To be admitted within the door. 
To be invited to have a seat. 
To be granted a chance to talk. 


ALL the ODDS a PROSPECT asks ARE: 


To be frankly advised of his needs. 
To be intelligently informed of insurance advantages. 
To be properly covered with adequate protection. 


ACCIDENT AND HEALTH INSURANCE—IS THE PASS KEY— 


THAT OPENS— 
FOR THE SALESMAN, the opportunity to acquire desirable information. 
FOR THE PROSPECT, the opportunity to receive wholesome advice. 


ACCIDENT AND HEALTH INSURANCE—HAS BEEN PROVEN— 


AN ALLY— 
FOR THE SALESMAN, in providing an unlimited field of prospects. 
FOR THE PROSPECT, in providing an invaluable form of protection. 


THE SAME COMMISSION HERE AND HEREAFTER—THIS YEAR AND NEXT 


MISSOURI STATE LIFE INSURANCE CO. 


HOME OFFICE, SAINT LOUIS M. E. SINGLETON, President 


LIFE # ACCIDENT # HEALTH # GROUP 
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HEADS FIRE ASSOCIATION 


J. W. Cochran Succeeds Elihu Irvin 
as President 


J. B. MORTON TO RETIRE 


Former President to Remain as Chairman 
of Board—Three New Assistant 
Secretaries Chosen 


PumapetputaA, February 27.—James W. 
Cochran is the next president of the Fire As- 
sociation of Philadelphia. 

Mr. Cochran was elected to that position by 
the Board of Directors at a brief meeting yes- 
terday. He will succeed Elihu Irvin, whose 
retirement, to take place on April 1, was re- 
cently announced in these columns. 

Simultaneously with the retirement of Mr. 
Irvin will be that of John B. Morton, vice- 
president of the association. However, Mr. 
Morton will retain a place on the board of di- 
rectors. His retirement is solely his own wish 
to remove himself from the 
ecutive work. He has now reached the pleas- 
ant age of seventy-six, still retains his health 
and so it is his purpose to indulge himself in 
a ten-years’ play program which he_ has 
already mapped out. Mr. Morton declares that 
his only regret is in leaving so many good 
friends in the business behind, friends that 
have done so much for him. “Yet,” he says, 
“I shall look forward to seeing them every 
year at the National Board meeting.” Mr. 
Morton has enjoyed the honor of serving as 
president of the National Board of Fire Under- 
writers, likewise that of the presidency of the 
Eastern Union for two terms. 

Mr. Cochran is vice-president of the com- 
pany. He is 62 years of age and has a wide 
experience in the fire insurance business. His 
quick election on the first ballot by the directors 
put an end to the gossip that has been booted 
about Lower Walnut street of late that “there 
was to be a house cleaning at the Fire Asso- 
ciation.” 


cares of ex- 


Three new assistant secretaries were chosen 
as follows: John McKale, Edwin S. Gault 
and E. R. Daniels—all members of the ac- 
counting department of the company, men who 
have given long and faithful service to the 
Fire Association and whose work was thereby 
substantially rewarded by the directors. 

The resignation of Secretary R. N. Kelly 
was announced. 

James W. Cochran was born in Lexington, 
April 7, 1863. His education was received in 
the public schools of Covington and Cincin- 
nat. In 1883 he went to Dallas, Texas, to 
become southwestern agent for the Fire Asso- 
ciation. The firm was Trezevant & Cochran. 

He traveled the Southwest for the Fire As- 
sociation until 1893, when he went to Colum- 
bus, Ohio, where lie was State agent for the 
Continental Insurance Company. In 1895 Mr. 
Cochran organized the Ohio Inspection Bureau, 
Which made and still makes all the fire inspec- 
tions in that State. 

Tn 1902 Mr. Cochran left Ohio and went to 
New York, where he was appointed a member 
of the nation-wide insurance committee of 


fifteen composed of presidents of fire insurance 
companies and the U. S. managers of foreign 
companies to improve the fire insurance busi- 
ness and general conditions throughout Amer- 
ica. In this way Mr. Cochran gained a vast 
knowledge of fire insurance conditions far and 
wide, a knowledge that, it is said, will be of 
inestimable value to him as president of one 
of the leading fire insurance companies in the 
world. 

In rort he was appointed manager of the 
Western Department of the Fire Association, 
with headquarters in Chicago. 

He was called to the home office in I919 to 
become vice-president and a member of the 
Board of Since that time he has 
been President Irvin’s right-hand man in run- 


Directors. 


ning the company. 

Mir. Irvin, who is 86, after his retirement 
as president, April 1, will continue in touch 
with the company’s affairs by acting as chair- 
man of the Board of 


Directors. 


Progress of the Fidelity Union Companies 


The Fidelity Union Fire Insurance Com- 
pany, of Dallas, Texas, makes an excellent ex- 
hibit covering the year 1924. Its net premiums 
written last year exceeded those of the pre- 
vious year by more than $200,000, and after 
paving dividends of $18,000, and adding nearly 
$88,000 to the unearned premium reserve, the 
company shows a surplus as to policyholders 
of $430,816, including its capital of $300,000. 
The assets were increased over $102,000, now 
amounting to $847,859. Among the resources 
are noted mortgage loans, $382,165; United 
States Government bonds, $100,312, and cash 
in banks, $137,558. The principal liability is 
the unearned premium reserve, $340,111. The 
company’s net premiums written last year 
ageregated $736,570, and it had very favorable 
loss and expense ratios. 

The Fidelity Union Casualty Company, of 
Dallas, Texas, likewise makes a very creditable 
statement as of December 31, 1924, showing 
assets of $965,047, and a surplus to policy- 
holders of $384,129, including $300,000 capital. 
Substantial increases were made in the assets 
and surplus, as well as in the unearned premium 
reserve, which now stands at $197,905. Among 
the company’s assets are its home office build- 
ing, valued at $98,055; mortgage loans, $187,- 
965; stocks and bonds, $335,304; cash in 
banks, $133.604, and other minor items. 

It is manifest from the foregoing 
that Bailey & Collins, who manage these two 
companies, have good reason to be gratified 
with the results achieved during the past year. 


figures 


St. Louis Rules Being Enforced 
Sr. Louis, Mo., February 17—To clarify the 
new rules and regulations that became effective 
on February 1, the executive committee of the 
Fire Underwriters Association of St. Louis has 
issued a special bulletin setting forth the com- 
mittee’s interpretation of certain rules and the 

manner in which they shall be enforced. 
The executive committee and officers of the 
association are determined to strictly enforce 


ENDORSE MOVE 





Incorporation of New York Under= 
writers’ Agency Wins Approval 


AGENTS ADOPT RESOLUTION 


Express Deep Satisfaction at Savannah 

Meeting—Cliff C. Jones Refers to It 
The National Association of 
Agents, at its mid-year conference, held in the 
De Soto Hotel, Savannah, Ga., last week, 
heralded the recent incorporation of the New 
endorse- 


Insurance 


York Underwriters Agency, as an 


ment of its reiterated conception that under- 
writers’ annexes are undesirable in theory and 
bad in practice. The question was one of 
utmost importance and was discussed both at 
the meeting and in and around the hotel lobby. 
The agents were obviously pleased at the action 
taken, and did not hesitate to express their 
gratification. In his report to the convention 
Cliff C. Jones, chairman of the executive com- 
mittee, referred to the incorporation of the 
New York Underwriters Agency by saying: 


We have just witnessed the probable final 
solution of a trouble that was thought by many 
impossible to settle. I speak of the incorpora- 
tion, announced last week, of the New York 
Underwriters Agency, followed by the pro- 
posed incorporation of the Rochester Depart- 
ment of the Great American. This recent 
action shows the general trend of several prom- 
inent insurance companies to eliminate annexes 
and is a source of gratification to friends of in- 
surance. What a remarkable tribute shown to 
our policy of conference and co-operation and 
the ideals of the National Association to im- 
prove the standards of the insurance business! 


In view of the fact that little or no progress 
has been made by the National Association in 
its controversy with the Northwestern Na- 
tional Insurance Company and the Firemens 
Insurance Company, the incorporation of the 
New York Underwriters Agency was generally 
visioned as the bright spot in the Association's 
activities of 1924. The feeling on. this topic 
ran at a high pitch of elation and was crystal- 
lized in the following resolution: 


For many years the National Association of 
Insurance Agents has deplored the continued 
maintenance of annexes in connection with 
company representation. We have agreed with 
the Insurance Commissioners of this country 
that the plan is wrong in theory and bad in 
practice, unfair to agents and subversive to the 
best interests of public service. 

We desire at this time to express our deep 
satisfaction at the recent action of the New 
York Underwriters Agency in announcing its 
incorporation, thereby endorsing one of the 
outstanding principles of this Association. We 
believe that because of its honorable and sic- 
cessful record of more than half a century this 
action will redound to the benefit of the fire 
insurance business as a whole and make possible 
at an early date the entire elimination of one 
of the most serious menaces which has threat- 
ened to disrupt the harmonious relations be- 
tween companies and agents. 


the new rules and regulations. However, it is 
expected they will have little trouble doing so, 
as there is a general disposition on the part of 
everyone to comply and co-operate with them. 
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FINANCIAL STATEMENT 


UNITED STATES BRANCH 
December 31, 1924 





ADMITTED ASSETS LIABILITIES 

Bonds and’ Stocks..................29$9,5159, 788-50 Uneamed ‘Premiitems 635 6. sb $4,743,470. 16 
ee  , 903,562.29 Reserve for Losses: ..... sssdeca dsc. OT SS 

Cash on Hand and in Banks.......... 503,486. 16 Reserve for Taxes and all other Lia- 
CR OEE oss cc cea cocas ess cut 2,636,563 . 15 I sg eg ih la eh ak ad a oo a 920,322.62 

Voluntary Reserve for 

ee ee ee: 200,000.00 
Surplus to Policyholders........... 2,034,720.10 
$13,203 ,400.10 $13,203,400. 10 
Increase in Premium Income.......... $785,290.06 Inerease in Reserves... . 62.56.2065 ss $1,504,899 .49 
Imerease in Assets. .... 2.5.00 cec sees $1,681,756 .55 imcrease t8 Gurplus....... 2.6 ..55460505. $176,857 . 06 








GENERAL ACCIDENT 


FIRE AND LIFE 


ASSURANCE CORPORATION, Ltd. 


FREDERICK RICHARDSON, United States Manager 
General Building, Fourth and Walnut Streets 


PHILADELPHIA 























26.6% Henry W, Ives & Company 
i O 75 FULTON ST., NEW YORK 
INCRE ASE | UNDERWRITING MANAGERS for 


THE UNITED STATES and CANADA 





URING the year that has _ just 
passed, the Inter-State Business FOR 
Men’s Accident Association increased the | 
number of its policy holders 26.69%. This | RAIN INSURANCE EXCESS COMPENSATION 
increase is attributed to a Joyal agency | CASUALTY COVERS 
force, working with the dest of tools — | OHIO MILLERS 


Inter-State Policies. 
MUTUAL FIRE INS. CO. | Security Mutual Casualty Co. 





F you are interested in represent- OF CHICAGO 
ing us as District Manager, write Canton, Ohio 
the Home Office today for complete 
information. Assets $6,800,000 
| ASSETS $800,000 
‘ Surplus $2,210,000 
INTER-STATE 
BUSINESS MEN’S ACCIDENT ASSO. Surplus $400,000 Surplus and Reserve $6,200,000 
The Oldest Organization of its Kind in America 
BROWN HOTEL BLDG.—DES MOINES, IOWA a 


STRONGEST CASUALTY 


ERNEST W. BROWN, Sec’y-Treas. 
COMPANY IN AMERICA 
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ALBANY LEGISLATION 
Bill Would Require Life Companies to 
Return Unearned Premiums 

Aupany, N. Y., February 18—A joint hear- 
ing of the Senate and House insurance commit 
tees took place on Tuesday on the bill of As- 
semblyman Wheatley, amending 109. 
insurance law, in relation to standard pro- 
visions for liability policies. 

Bills have been reported out favorably from 


section 


the House committee on insurance, as follows: 

Assemblyman Wheatley, adding new section 
210-a, insurance law, in relation to life or casu- 
alty insurance corporations upon the coopera- 
tive or assessment plan, by requiring reserves 
not less than the minimum reserves prescribed 
in the section. 

Assemblyman Wheatley, adding new section 
69, insurance law, providing for reinsurance 
corporations. 

Assemblyman Wheatley, 
210, insurance law, in relation to life or casu- 


amending section 
alty insurance corporations upon the coopera- 
tive or assessment plan. 

Assemblyman Dunmore, amending section 
97, insurance law, in relation to limiting the 
expenses of life insurance companies to compa- 
nies issuing both participating and non-partici- 
pating policies. 

A number of measures proposing changes in 
the insurance laws have just been introduced, as 
follows: 

Senator Bouton, repealing section 138, in re- 
lation to licensing persons, partnerships, asso- 
ciation and corporations. 

Senator Bouton, amending section o1, rela- 
tive to penalties for violating the provisions 
for agents’ certificates of authority. 

Senator Bouton, amending section 86, rela- 
tive to the method of computing reserves of 
casualty or surety insurance companies. 


Senator Bouton, amending section 63, rela- 


tive to proceedings against and rehabilitation or 


liquidation of delinquent insurance corpora- 
tions. 

Senator Bouton, amending section 138-a, by 
increasing from $25 to $100 the annual fee for 
certificates of adjusters of loss or damage by 
ire, and in relation to revocation of such cer 
tificates, 
Senator souton, amending section 8 in rela 
tion to the issuance of life insurance contracts 
by charitable, religious, missionary, educational 
or philanthropic non-stock corporations, con- 
ducted without profit. 

Senator Bouton, adding new section 8&5-a, 
Providing for refund to the assured of. the 
amount of 


commission, 


returned premium payable, without 
' upon cancellation of insurance 
policies, other than life, marine or transporta- 
tion, and other than automobile insurance. 
Senator Kennedy, adding new section 109-a, 
Providing that no trustee, director, or officer of 
a life insurance company shall require a bor- 
Tower to negotiate an insurance policy on mort- 
gaged property through a particular broker, or 
tefuse to accept a policy negotiated through a 
Particular broker. 

Senator Bouton, amending section 50, rela- 

(Continucd on page 27) 


TO LIQUIDATE SECOND 
RUSSIAN 


James A. Beha Asks for Court Order 
to Start Proceedings 





SIMILAR ACTION FOR OTHER RUSSIAN 
COMPANIES 


Action Thought to Be Result of Recent 
Decisions by Courts 


As an effect of the recent decisions ren- 
dered against the Russian companies still op- 
erating in this country, Superintendent of In- 
surance James A. beha has started court pro- 
ceedings for the liquidation, under Section 63, 
New York Law, of the 
Russian Insurance 
The action was opened 


of the Insurance 


Second Company's opera- 
tions in this country. 
in a somewhat roundabout way, in Supreme 
Court, First Department, before Justice Wag- 
ner, by making application for an order to 
show cause why its affairs should not be liqui- 
The order was returned 


t 


dated under the law. 
lebruary 20. 

The involved in 
some notable litigation in the brought 
against its American branch by Fred S. James 


Second Russian has been 


case 


and Company in an eftort to coilect claims 
against it which had been assigned to the latter 
Dominions In- 
Attorneys for 


by the Eagle, Star and British 


surance Company of London. 


the Second Russian, in an effort to make a de- 
fense for the company, stated that by reason of 


the Soviet Government's recent decrees the 


corporation had ceased to exist and therefore 


could not be sued. In refuting this declara- 


tion, Justice Cardozo merely smiled and re- 


plied: “The shades of dead defendants do not 
appear and plead.” James and Company won 


the case. 


Superintendent Beha’s action for the com- 
pulsory liquidation of the Second Russian is 


helieved to be the first of similar actions against 


all Russian companies having American de- 


partments still in existence and may even be 


extended to include the American affairs of 


some of those Russian companies which have 
been reconstructed under American and, in 
some instances, foreign charters. The posi- 


tion of the Insurance Department in this matter 
is thought to have been the result of the de- 
Manning of the 
Division of the Court 
Northern Insurance Company of 


cision rendered hy Justice 
Appellate 


against the 


Supreme 


Moscow, in which he said: 

The attorney general, in his first point, 
argues that the proper procedure in this case 
calls for action on the part of the Superintend- 
ent of Insurance under Section 63 of the In- 
surance Law, which, he says, provides for an 
exclusive remedy for the protection of the cor- 
poration and its shareholders. The _ plaintiff 
claims that this section has no application to 
a solvent company, which, he says, is the case 
here. I cannot agree with the learned counsel 
for the plaintiff in his narrow view of this 
section. It is not only insolvency that is made 
the basis for action on the part of the super- 
intendent, but under the section he may act 
where the company is found to be in such a 
condition that “its further transaction of busi- 
ness will be hazardous to its policyholders, or 
to its creditors, or to the public.” 


9 


COMMISSIONER J. J. MCMAHAN DROPS 
APPEALS 

May Use Bill in Legislature to Gain Ends 

Insurance Commissioner John J. McMahan, 
of South Carolina, has requested that the ap- 
peals he made last fall as a result of the de- 
cisions rendered against him be dismissed. Of 
the two suits one was an appeal to the courts 
from the decision handed down by the In- 
surance Commission of South Carolina, which 
vacated his order that fire rates on certain 
classes of risks should be reduced to the level 
charged for the same class of risks in North 
Carolina and that rates on country houses 
should be reduced to the level of those in third- 
The other was an appeal to the 
Court from the judgment of the 
Common Pleas Court, which enjoined the 
Commissioner from making effective his order, 
effect, would have excluded the 
Underwriters’ Association and 


class towns. 


Supreme 


which, in 
South-Eastern 


the South Carolina Inspection and Rating 
Bureau from the State. 
It is rumored in Carolina insurance circies 


that Mr. McMahan hopes to accomplish his 
purpose by other means, as a pill has been in- 
troduced in the Legislature providing for a 
State bureau to set the rates in the place of 
the ones that have been established by the 
companies. Under this piece of legislation, if 
it should become law, which is doubtful, the 
Governor would appoint three citizens, to be 
nominated by the Insurance Commissioner, 
who would employ experts and make rates. 
The cost of the bureau is to be borne by the 
companies through a 134 per cent tax on pre- 
miums. The rates made in this manner would 
be the highest to be charged in the State, but 
companies, if they wished, could charge lower 
rates by filing notice of such intention ten days 
previous to the date they would become 
effective. 

A. G. Martin Receives Many Gifts on 

Anniversary 

Last Tuesday evening, on the night of A. G. 
Martin’s fortieth anniversary with the Northern 
Assurance Company of London, when he ar- 
rived home he found a pleasant surprise in the 
guise of a beautiful Oriental rug already 
decorating his living room in the place of the 
old one. The handsome present was a gift of 
Mr. Martin’s office staff, who took this occa- 
sion to show him a little of the esteem and 
friendliness with which he is regarded. This 
eift was all the more a surprise as he had 
received what he termed enough of a celebra- 


tion for one anniversary when he arrived at 


his office in the morning to find his table 
and desk banked high with lovely flowers, 
telegrams of congratulation and favors from 
insurance friends all over the country. 

Wants to Revise Kansas Insurance Law 


Topeka, KAn., Feb. 16.—William R. Baker, 
Kansas Superintendent of Insurance, has had 
introduced in the Kansas Legislature the bills 
providing for the appointment of a commission 
to revise the insurance laws of this State. The 
bills provide that the Superintendent of Insur- 
ance shall be the chairman of the commission. 
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THE DEMAND FOR AN OUTLET FOR CATASTROPHE AND EXCESS REINSURANCE 
OF WORKMEN’S COMPENSATION, LIABILITY AND OTHER CASUALTY LINES 
IN AN AMERICAN COMPANY HAS BEEN MET BY 


American Re-Insurance Co. 


242 S. 13th Street Philadelphia, Pa. 


Assets - - - - $4,336,405.62 
Capital - - - - 750,000.00 ° 
Surplus - - - - 885,425.17 
Voluntary Catastrophe Reserve 500,000.00 
Reserves - - - - 2,200,980.45 


RE-INSURANCE ONLY 


Speciatizing in Workmen's Compensation Catastrophe and Excess Liability Treaties 
Competing with no direct-writing Insurance Company 
Qualified before U. S. Treasury and Licensed by Principal States 

Financially Strong Conservatively Managed Liberal Contracts 
CORRESPONDENCE INVITED 








Provident Mutual 


Life Insurance Company of Philadelphia 
——— Founded 1865 


Pennsylvania 
Over forty per cent of the new business of the 
Provident Mutual is upon the lives of old policy- 
holders who not only evidence their satisfaction by 
insuring their own lives, but by recommending the 
Company to their friends. 


Especially valuable to the agents of the Provident 
Mutual is the active good will of these whose 
Old Age Endowments have matured. 





























Progressive agents will find it a decided advantage 
to have the agency of this company that does render 
a SUPERIOR SERVICE. 


We have valuable agency territory available in the 
following States: 


Arkansas Maryland Ohio 

Colorado Massachusetts Pennsylvania 
Connecticut Michigan South Carolina 
District of Columbia Minnesota Tennessee 
Illinois Mississippi Texas 

Indiana Missouri Virginia 

Iowa Nebraska West Virginia 
Kansas New Jersey Wisconsin 
Kentucky New York Wyoming 


North Carolina 


Correspondence solicited. 


Detroit Fidelity and Surety Company 


Home Office, Detroit, Michigan. 
Homer H. McKee, President. 














se HAMPTON ROADS 


FIRE «» MARINE 
Insurance Company 


NORFOLK, VIRGINIA 


Address Home Office For Agency Connection 


HENRY G. BARBEE JAMES A. BLAINEY GEORGE A. MoRIN, 
President Vice-Pres. and Managing Under. 
Secretary Fire Dept. 

















gimmie (ompmrnge 


A Progressive SURETY and CASUALTY Company 


Allentown, Pa. 


New York State Mutual Life Insurance 
Company wants an AGENCY MANAGER 
for Allentown and surrounding territory 
where they are now not represented. 


An unusually liberal contract and real Home 
Office assistance in developing an organiza- 
tion will afford the right man an exceptional 
opportunity to build for himself. Com- 
munications confidential. 


Address ‘‘February”’ 
Care of THE SPECTATOR 
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Agents Discuss Many Subiects 
(Continued from page 3) 
deplored the existence of such groups and, with 
the insurance commissioners of the United 
States, has agreed that this plan is wrong in 
theory and bad in practice. Chairman Jones 
stated that the recent incorporation of the New 
York Underwriters Agency, coming when it did 
and being so thoroughly in line with the prin- 
ciples of the National Association, was a mat- 
ter of much rejoicing for all agents who had 
their own best interests in mind. The action 
taken on this topic and the discussion it pro- 
yoked will be found in another article in this 
isste of THE SpecTATOR. Chairman Jones’ re- 
port referred to the controversy between the 
National Association, the Northwestern Na- 
tional Insurance Company and the Firemens In- 
surance Company, and stated that there was a 
real necessity to uphold the Milwaukee resolu- 
tion and to put forward constant and sustained 
establish- 


effort to bring about the general 


ment of desirable principles. 
PresipENt MorratT ON CoMPULSORY 
INSURANCE 
Following the report of the executive com- 
mittee, President C. Moffatt intro- 
duced the topic of compulsory automobile in- 
surance, and indicated the seriousness of that 
problem and the necessity for the National 


Thomas 


Association to take some definite stand in re- 
gard to the matter. 
Association adopt an attitude toward this ques- 
tion which would be indentical with that of the 
committee of nine casualty executives who have 
just finished an investigation and report there- 
on. President Moffatt then introduced George 


He recommended that the 


E. Turner, who spoke at length on compulsory 
automobile insurance and pointed out that the 
increasing number of automobiles has e¢reatly 
complicated the difficulties of alleviating suf- 
fering due to vehicular accidents. 


WeEpDNEsDAY AFTERNOON 

The Wednesday afternoon session had for 
its bone of contention the alleged lack of cour- 
age on the part of some members of the Na- 
tional Association in failing to properly sup- 
port their organization in the enforcement of 
its principles. This was discussed by Mr. Chap- 
man of the Louisville Board, who outlined the 
difficulties he believed had arisen on that ac- 
count and stated his contention that members 
should either endorse the Association’s ideals 
or submit their resignations. A discussion of 
the report of the executive committee occupied 
the greater part of the afternoon and concluded 
the Wednesday sessions. The need for ways 
and means of obtaining full support from all 
Association members for the program laid down 
by the executive committee was thoroughly 
gone into, and upon motion of Mr. Furman of 
North Carolina the committee’s report and the 
Principles it embodied were adopted. 


TuHurspay’s ACTIVITY 
Sole agency representation, agents, qualifica- 
tion laws, and the adoption of several impor- 
tant resolutions featured Thursday’s sessions of 


the conference. The question of compulsory 
automobile liability insurance, which had been 
discussed both by President Moffatt and by 
Mr. Turner, brought forth a resolution which 
outlined the National Association's stand on 
this question as follows: 


Legislation providing for compulsory auto- 
mobile liability insurance is now being con- 
sidered by many State legislatures. Such meas- 
ures are generally drafted without full con- 
sideration of the issues and interests involved 
or of the proper end to be attained. The ques- 
tion is serious, affecting not only insurance but 
the entire fabric of the commercial and eco- 
nomic world. 

The report of the committee of nine clearly 
states the position of the various insurance in- 
terests in the matter, and the brief accom- 
panying it provides the arguments supporting 
their position. We, therefore, recommend, 

That the report of the committee of nine be 
accepted and adopted as the position of this 
Association; that the report and the accompany- 
ing brief be sent to every member of this Asso- 
ciation, and that the officers of the various 
State associations be urged to give this matter 
the most effective publicity that local condi 
tions dictate to the end that the general pub- 
lic may be properly informed on the question 
of compulsory automobile liability insurance, 
and the position of the National Association in 
reference thereto. 

Eugene A. Beach, president of the New York 
State Association, and chairman of the reso- 
lutions committee, submitted all the convention's 
findings, among which was a coordination of 
the principles endorsed by the National Asso- 
ciation. 

AGENCY REPRESENTATION 

The Thursday’s sessions opened with the dis- 
cussion on sole agency representation, which 
was led by Mr. De Van of West Virgini 


inia, who 
explained how a disagreement with the 


com- 
panies regarding the rate scale led the agents 
of his State to limit the representation of com- 


panies to sole agencies. No action was taken. 


Federal Reinsures Hawkeye Securities 

The Federal Insurance Company of Jersey 
City, New Jersey, has recently completed ne- 
gotiations whereby it will reinsure the busi- 
ness of the Hawkeye Securities Fire Insurance 
Company of Des Moines, Iowa. The contract 
is to function in the middle west territory, in- 
cluding the States of Iowa, Kansas, Nebraska, 
South Dakota, Minnesota, Illinois, Tennessee 
and Colorado. 

This move was thought to be auspicious by 
the stockholders of the Hawkeye Securities, 
who recently voted to discontinue the writing 
of all business and reinsure the organization’s 
outstanding liabilities. Also part of the ar- 
rangements will be the Federal’s taking over 
the agency plant of the former company. 





Sumner Ballard Discontinues Arrangement 
with Cuban Company 


The United States branch of the Metro- 
politan National Insurance Company of 
Havana, Cuba, has been relieved of every 


liability and obligation it was bound to under 
the reinsurance treaties held in this country. 
Some time ago Sumner Ballard severed his 
United States managership of the Cuban com- 
pany to become effective next spring, and all 
treaties formerly held by Mr. Ballard have 
been replaced through his office with other 
mutually satisfactory con- 


companies under 


ditions. 


Union Bureau Decision Next Week 

Topeka. KAn.,, Feb. 16.—The decision in 
the injunction suit between the Bureau and 
Western Union fire insurance companies on 
the question of clearing the agencies in this 
State will not be announced until February 27. 
Judge J. A. McClure of the Shawnee County 
District Court, who heard the case, was un- 
abie to complete his decision last week, and has 
to much work on his docket for the present. 
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1824 1925 


Over A Century Old 
UNITED STATES FIRE 
INSURANCE COMPANY 


Home Office 
110 William Street, New York City 











A POLICY YOU CAN SELL 


Accidental Death, Natural Death, 4 POLICIES 
Pays Acccident, Health Insurance . 4 IN ] 


PREMIUMS MONTHLY OR ANNUALLY 
No Medical Examination Required 


NEW YORK SAFETY RESERVE FUND 


Established 1882 
1780 Broadway, New York 


GET OUR PROPOSITION 











WANTED 


State and District Managers in Ohio, Virginia, Kentucky’ 
Maryland and West Virginia. 
Over 118% Solvent 
Legal Reserve—American Experience Table 
Waiver of Premium Clause 
Monthly Income 
Fraternal Benefits 
Organized October 27, 1868. 


GRAND LODGE A. O. U. W. 
OF WEST VIRGINIA 


1119=1121 Chapline Street Wheeling, W. Va. 





Today—not tomorrow 


The following, we believe, is worthy of serious attention: 


“We believe there is a strong probability 
that the present upward movement of bus- 
iness {will ,be characterized more by its © 
sharpness than by its length.” 


If there be truth in this statement, we cannot afford 
to lose the advantages tojbe gained from the present 
good state of business. And in any event, whatever the 
future may hold, now is the time to make hay. i 


Che CONTINENTAL 
INSURANCE COMPANY 


EIGHTY MAIDEN LANE, NEW YORK, N. Y. 
te vation ih... inde 


vercermman lac? Cimtbiitiea Pee ee ee: 
e CASH CAPITAL 
TEN MILLION DOLLARS 


ERNEST STURM PAUL L. HAID 
CHAIRMAN OF THE BOARD PRESIDENT 


NEW YORK CHICAGO MONTREAL SAN FRANCISCO 


























INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 
January 1, 1924 


Reserve for Unearned Premiums .............. $1,251,042.79 

ROTC R AAT ES oo 5inss. oso: soc kno 6s bons Coscceie 307,400.33 

BSEBID ANS fries rie varictekc xe cicecinn ee $500,000.00 

fo US) 3) [Tas ee 1,103,162.36 

Surplus to Policyholders................... 1,603,162.36 
COE SSS ea ee ener ea TEE $3,161,605.48 


Wm. H. Palmer, President 
B. C. Lewis, Jr., Secretary 
J.C. Watson, Treasurer 


Wm. H. Palmer, Jr., Vice President 
Wm. Palmer Hill, Asst. Secretary 
J. M. Leake, General Agent 














LOYAL TO FRIENDS AND TO LOYAL AGENTS LOYAL 
Organized 1855 


FIREMEN’S INSURANCE COMPANY 


OF NEWARK, NEW JERSEY 
JANUARY 1, 1924 
Capital, $2,250,000.00. Net Surplus, $4,251,619.22 
Surplus to Policyholders, $6,501,619.22 
Assets, $14,683,598.32 Liabilities, $8,181,979.10 








NEAL BASSETT, President 
JOHN KAY, Vice President WAITE BLIVEN, Vice Pres. 
A. H. HASSINGER, Secretary WELLS T. BASSETT, Sect. 











FIRE ASSOCIATION 


OF PHILADELPHIA 
STATEMENT, DECEMBER 31, 1924 


GN ey rab 9 sal eical ocsce ace eae enol aceseee ake ; 7 ....+ $3,000,000 .00 
Outstanding Losses........ 1,288,357 .52 
Reinsurance Reserve... .. : .. 8,746,840 .34 
All other Liabilities. . . ri 264,116.40 
Net Surplus........ 7,205,330 .09 


Admitted Assets....... . . $20,504,644 .35 


Surplus te Polepneltets: <5. 3c. scosoterscndvuwceeendonecs $10,205,330 .09 


VICTORY INSURANCE COMPANY 


OF PHILADELPHIA 


STATEMENT, DECEMBER 31, 1924 








SSETS 

AORN. ove ajees ct avarataskcas eat : $1,000,000 .00 
Outstanding Losses. . . ; i A hee 160,656 .59 
Reinsurance Reserve. . ieee ae 652,697 93 
All other Liabilities. . . Ma _53,600 83 
USC aS 7 Ra i en Ree nea ee Re Wa Dee ee hora ye 528,784.36 

$2,395,699 .71 
Surplus te: Policy holdete .....6. 6.56 e.s eles seccssceve ass cco: nee DOE 


THE RELIANCE INSURANCE COMPANY 


OF PHILADELPHIA 
STATEMENT, DECEMBER 31, 1924 


ASSETS 
RTOS or oes en caecetd ace : $1,000,000 ,00 
Outstanding Losses soe. 176,644 38 
PNG TORONTO. oc 5 oe hha ba baw Saeoeweeca 916,373 .66 
PP OCRCR AADETIIOS ::, 5. 4 60296 So eke aie eek ae Mad pean eh ene 29,440.18 
SER SCAERNDNALIS ore ois Gi pe avahs 9 Sos ee re et os Ce Te aa Dee 551,784.83 


Admitted Assets)... <0 665040 . $2,674,243 .00 


Surpius to Policy uOld ers soso sds cee. 0s cos oss oars plonalkcace oes $1,551,784 .83 


ELIHU C. IRVIN, President M. G. GARRIGUES, Secretary 
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NEW YORK SURVEYS 

Warehouse Fires.—Peculiar interest at- 
taches to a reported loss in a warehouse fire in 
Chicago. While it only emphasizes an old 
lesson, nevertheless it is one that must he con- 
stantly learned, due to the fact that there is 
such a marked tendency to forget the lesson. 
In the warehouse in question, the floor was 
occupied for the storage of liquors. As usual 
in such cases, it was kept locked all the time 
and the watchman service did not cover that 
foor. The fire originated on that floor and 
burned, apparently, for some time before it 
was discovered. This “some time” meant that 
the fire secured a good grip on the property 
and when it was discovered it was so far ad- 
vanced that a large loss was inevitable. Just 
assuming for a moment that the statement is 
correct of a loss of approximately a million 
dollars, how far that sum would have gone in 
maintaining a thoroughly adequate inspection 
service even in a city like Chicago. That is 
the important lesson that should be learned 
from fires like this. Another one is, that 
where this condition exists, that is, a floor is 
jocked and hence deprived of the watchman 
service, a specific charge, substantial in char- 
acter, should be made. 

The Insurance Institute of America, Inc.— 
An important meeting, being a stated one of 
the Board of Governors, will be held at the 
Lawyers’ Club at 12:30 P. M., Tuesday, Feb- 
ruary 24th, 1925. At this meeting, in addition 
to many routine matters, the Board will have 
for consideration the extremely important 
questions of making a final decision as to the 
qualifications for the different classes of mem- 
hership and the annual dues. Both the com- 
mittee on membership and the committee on 
finance will present reports. 

One Problem.—There are a lot of prob- 
lems in the insurance wor!d, and one of them 
at the present time which it seems is, after all, 

littie more than usual is that of 
securing well trained help. Whether there is 
something in the present economic conditions 


pressing 


which makes the insurance business less attract- 





NATIONAL LIBERTY 


ive than formerly, or whether it be due to some 
other reason, the fact is that there is an in- 
creasing difficulty 
staffs, especially where the position requires 
ability beyond the ordinary. The solution of 
this problem is not in sight at the present 
moment. It does very well to stress the value 
of educaticn, but the fact is that the subject 
must be studied not merely from the stand- 
point of what the employer likes, but what he 
is willing to give. Well trained people, it 
must be remembered, are looking not merely at 
the beginning, but the continuing advantage of 
a business in which they are asked to engage. 
That phase of the question, plus adequate com- 
pensation, ought to be carefully considered. 
One thing is certain, and this is true of all 
bodies, companies, bureaus, etc., that there is 
an increasing difficulty in filling positions. 

The Department Acts.—The 
Department of the State of New York is hav- 
ing a very interesting time in connection with 
the investigation of violations. Possibly in this 
connecton no hint is necessary to the depart- 
ment, but one had better be given all the same. 
In hagdling these cases, a department is on 
trial as much as the individual. ‘That is, their 
method of handling them is going to be care- 
fully scrutinized not merely by the offender, 
but by those who are anxious to see many con- 
ditions improved. The moral of all this is, 
that the department ought to employ the best 
talent to handle these investigations. Their 
failure to do so might also be a failure to bring 
to a successful conclusion a work that ought 
to be performed. It is well to remember in all 
trial matters that the court is on trial as well 
as the prisoner at the bar. 


in filling positions on the 


Insurance 


CHICAGO AND THE WEST 


Examiners’ Election. 
meeting of the Association of Fire Insurance 


Keports at the annual 


Examiners of Chicago held last Friday showed 
that organization to be in excellent condition 
with a membership of 180. J. V. Bernatz, of 
the Sun of London, last year’s vice-president, 


was elected president; H. J. Pulling of the 


Westchester, vice-president; J. W. Cameron 
of the Hanover, secretary; M. S. Garman of 
the Great American, treasurer; C. D. Redman 
of the Western Factory Association and F. L. 
Schaber of the Netherlands, directors for two 
years. W. H. French, retiring president, was 
presented a clock as a token of esteem. 


BOSTON AND VICINITY 
Boston Premiums.—The Boston premium 
returns, as filed by the companies with the 
Boston Protective Department, shows an 


aggregate of $4,083,430, as compared with 
$4,275,033 for the corresponding period in 
1923. This is a decrease of $192,494. The 


total for the year 1924 was $8,740,217, as com- 
pared with $0,368,654 in 1923; $7,067,377 in 
1922; $7,693,328 in I921, and $10,463,571 in 
1920. The “big ten” are as follows: Globe & 
Rutgers, $97,592: L. & L. & G., $92,573; Hart- 
ford, $92,180; Royal, $91,214: Home, $85,350; 
“Etna, $79,211; Home Und., $76,991; Northern, 
$71,125; Boston, $66,609; National, 
Conn., $65,923. 


Kill Chambers Bill 


INDIANAPOLIS, IND., Feb. 14.-—As the climax 
of a spirited debate on the floor of the In- 
diana House of Representatives, Thursday, 
during which some representatives asserted 
that the largest lobby and largest “slush fund” 
of the session had been at work for days to 
defeat it, the house, by a viva voce vote, killed 
the Chambers Senate bill to repeal the act of 
1919 creating fire insurance rate-making bu- 
reaus. The bill sought to abolish the rate- 
making bureau now in existence formed by fire 
insurance companies. 

The House took this action after it had re- 
fused to accept a minority report,’ signed by 
one member of the insurance committee, favor- 
ing passage of the measure. The action came 
when the house affirmed the recommendation of 
the majority of the committee. The same bill 
passed the Senate February 2, and since then 
has been in the hands of the House insurance 
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in Indiana 


comunittee. 
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To OUR Agency Force: 
Expounding the obvious, 
But don't let this pass, 
All business buildings, 
Are full of plate glass! 


And, what's MORE to the point--and a GOOD DEAL BETTER than the poetry 
--is the fact that they've ALL got to have PLATE GLASS INSURANCE. 

How MUCH OF IT have you on YOUR books? Are you known "at home" as the 
Agent who writes ALL the Plate Glass Business? If you are not, some 
"other fellow" is, so GO AFTER him and show him what REAL SPEED is 
when it comes to WRITING BUSINESS on the transparent stuff. 


Of course, you know--AND THIS IS SOME MORE OBVIOUS TALK-- that there 
isn't a better Plate Glass writing Company than ours. 


We've got a REPUTATION all over the State for PROMPT and SATISFACTORY 
replacements. Sometimes there may be a little delay, but that is not 
our fault. It's simply because we can't always get the right size, 
weight, thickness and quality of glass necessary to make immediate 
replacement. 


WHEN WE CAN GET IT, YOU KNOW WE RENDER A PERFECT SERVICE. 


Nothing PEEVES a Merchant QUITE SO MUCH as to lose a glass, behind 

which, is a beautiful show window--for the EDIFICATION and TEMPTATION 
of the passer-by--there are displayed in wonderful array many things 
CALCULATED TO SEPARATE the individual from his or her coin. BOARDING 

UP THAT WINDOW, Oh Boy: It sho' AIN'T no grand and glorious feeling, 
and Mr. Merchant certainly DON'T fail to tell you about it. 


If you happen to know of a case like that, take advantage of the 
opportunity to tell the story of your service to the UNFORTUNATE 
victim. CITE HIM CASES where your Company "puts 'em back the day 
they are broken". In this way, you'll soon "get the jump" on Friend 
Competitor and have ALL THE PLATE GLASS BUSINESS IN TOWN. 


Yours brokenly, 


Ld 
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S the mercantile open-stock burglary policy 
I’ contract upon which the casualty and 
surety companies may hope to make a fair 
underwriting profit when written in the New 
York metropolitan district? Decidedly not, if 
some of the largest organizations handling this 
type of coverage are to be believed. Since 
their records bear out the contention, pos- 
sibility of doubt is eliminated. One executive 
of a great surety company, when interviewed 
on the subject, said: “We feel that the mer- 
cantile open-stock burglary policy presents an 
uninsurable hazard.” The high loss ratio ex- 
perienced on this type of contract has pointed 
to the advisability of its complete withdrawal, 
but the brokerage situation has deterred many 
companies from such a drastic step, although 
a few have definitely curtailed their writings 
on this form of protection. If a company an- 
nounces its intention to cease writing mer- 
cantile open-stock burglary covers, the brokers, 
through whom most of this business is re- 
ceived, say that if the organization does not 
wish to handle that branch of their operations, 
they will not continue to give it the other 
lines which may be solicited. In some cases 
this has had the desired effect from the brokers’ 
viewpoint, and the company does business on a 
politic theory and not on the basis of under- 
writing experience. A company officer whose 
name is well-known as that of a_ successful 
burglary department head, suggested a remedy 
the other day when he stated: “The way to 
change this situation is obvious. Fix the rates 
to meet the need: fix the policy, and then tell 
the brokers to take it or leave it. If all the 
companies were agreed on this, there would be 
a chance to secure a fair underwriting ratio 
in the New York district.” Absolute agree- 
ment by all companies on this question is 
scarcely possible because of desire for premium 
volume, and, as a result, casualty and surety 
organizations continue to write the business 
while a few have decided that they are hetter 
off without it. 


ye of the most prominent factors in the 
growth of the casualty and surety busi- 
ness during recent years is the willingness of 
the companies to spend both time and money 
in real efforts to better the service they render 
to brokers and the cooperation they give their 
own agents. Competition has been largely re- 
sponsible for this desirable condition because 
4 company, unless it devises an entirely new 


‘type of policy contract, can only put out the 


COMPULSORY AUTO INSURANCE 


Insurance executives all over the country 
have come to know the name of Allan J. 
Ferres, vice-president of the Fidelity and 
Casualty Co mpany of 
New York, as that of a 
man whose judgment is 
trustworthy 








and. whose 
formed only 
ful, unflur- 
tion. His 
cr raised at 


opinions are 
after care 
ried delibera 
voice is nev 
council boards unless he has a constructive 
suggestion to oficr or a lucid explanation to 
interpolate. Consequently, his views on the 
question of compulsory automobile insur- 
ace are a valuable adjunct to tke available 
information regarding that subject. In a 
recent interview, Mr. Ferres said: 

“Some method of establishing financial 
responsibility on the part of an automobile 
driver is altogether desirable. With re- 
spect to what attitude the insurance com- 
panies should take on compulsory insurance 
as a means to this end, however, the situa- 
tion demands caution. If the companies op- 
pose compulsory insurance, they may be ac- 
cused of denying the theory of protection 
except on their own terms. If they favor 
laws of this kind, the charge tiat they are 
grecdy for premium volume will be hurled. 
Acceptance of either horn of the dilemma 
points to public disapproval and the pos- 
sibility of monopolistic State funds. A 
policy of willing co-operation with civic 
authorities, legal bodies and automobile as- 
sociations seems to promise the best results. 
This was well and sufficiently indicated by 
the report of the committee of nine casualty 
executives who were appointed to delve into 


the question.” 











same kind of policies that other companies 
are issuing, and that with but little variation. 
What it can do, in the way of securing busi- 
ness and building up a reputation that will 
lead to increased premiums, is to improve the 
service it gives to brokers, agents and insureds. 
In line with the theory of offering assistance 
to brokers and agents, one large surety com- 
pany in New York has just agreed to tele- 
phone all bid openings on municipal contracts 
to its representatives in order that they may 
promptly solicit the bonds of successful bid- 
ders. That is a service which will be appre- 
ciated by wide-awake agents and brokers; and, 
while it is not a radical move, it is a logical 
development of the theory of cooperation be- 
tween business associates. 
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CONSIDER SAFETY BILLS 





Michigan Forces Want Accident 
Legislation 





WOULD PENALIZE CARELESS 
MOTORISTS 





Seizure of License Plates and Suspension 
of Drivers’ Permits Are Advocated 

LaNnsinc, Micu., February 17.—At the re- 
cent special safety conference, which was at- 
tended by Charles J. DeLand, Secretary of 
State, certain steps which the Michigan safety 
forces want incorporated in legislation were 
gone over carefully and the majority, it is be- 
lieved, will appear in the form of bills before 
the present legislative session. Further re- 
duction in street hazards is looked for if the 
proposed laws are put into effect. The reports 
made were informal, coming merely from the 
representatives of individual safety councils 
throughout the State, but they apparently show 
a notable trend toward a reduction of hazards. 
After discussion of the matter with Secretary 
DeLand, who was apparently agreeable to the 
plan, it was decided to ask that supervision of 
the issuance of drivers’ licenses be placed in 
the hands of local authorities rather than under 
the jurisdiction of the Department of State. 
Seizure of auto license plates as well as sus- 
pension of the drivers’ licenses in cases of flag- 
rant violations will also be sought as a means 
of actually depriving the offending motorist of 
any chance of operating his car. The confer- 
ence also favored forcing motorists involved 
in serious accidents to report the major facts 
immediately to the Secretary of State and ad- 
vocated following the advice of Secretary of 
Commerce Herbert Hoover to swing Michigan 
into line with a movement to bring about uni- 
form traffic laws throughout the nation. 

A bill before the legislature to require a 
motorist to bring his machine to a complete 
stop before crossing a railroad track was con- 
demned on the ground that it would only 
bring about a greater tendency on the part of 
railways to shirk responsibility for crossing 
accidents. 


Wittliff Agency Gets Port Huron 
Compensation Contract 

Port Huron, Micu., February 14.—Un- 
usually sharp bidding prevailed last week when, 
the city’s compensation insurance contract was 
let, resulting in an estimated saving in premiums 
of upwards of $1000. The contract, covering 
all municipal workers, was awarded to the 
Wittliff Agency. 
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CONTRACT BONDS 





Missouri Commission to Demand 
Coverage 


MAY DESIGNATE CARRIERS 


Contractors Claim Right to Place Insur- 
ance Where They Wish 

St. Louis, Mo., February 18.—The Missouri 
State Highway Commission Friday expects to 
receive quotations on a proposal for surety 
companies to agree to bond each and every con- 
tractor who is awarded a road, bridge or other 
contract by its authority. Some ago, 
Chairman Gary, of the Highway Commission, 
announced that he had received a tentative offer 
from a group of surety companies to under- 
write all the Highway Commission’s bonds for 
I per cent of the amount of the contract. The 
existing rate is one and one-half per cent. Con- 
tractors who will bid on contracts under the 
$60,000,000 State road bond issue are the parties 
for whom coverage is sought. 

If the Highway Commission designates the 
surety company or companies from which the 
would 


time 


contractors must secure insurance, it 
force individual contractors to surrender their 
rights to decide where they shall buy their pro- 
tection. This possibility has aroused no little 
feeling. 

The contractors claim that the only constitu- 
tional authority of the Highway Commission 
is to decide on the lowest and best bids for the 
work put on the market, and that its respon- 
sibility ceases when a reputable contractor fur- 
nishes an adequate and sound bond or other 
security that he will successfully carry out the 
provisions of his contract with the State. They 
also indicate that there are many good contract- 
ors who will refuse to bid on Missouri road 
contracts plan that 
them to buy their insurance protection from a 
Men who are responsible 


under any would force 
predetermined source. 
and have adequate resources do not wish to do 
business with any surety company not of their 
own choosing. 
London Guarantee and Accident Makes 
Fine Exhikit 

The financial statement of the United States 
branch of the London Guarantee and Accident 
Company, Limited, of London, England, as of 
December 31, 1924, that the American 
branch is in a very strong financial condition. 


shows 


Its assets amount to $17,621,509, and embrace 
a large proportion of safe and readily market- 
able bonds, such 
586,425 in value, 
State, county, municipal, railroad, public util- 
itv and 
excellent diversification. 


securities aggregating $13,- 


and including government, 


miscellaneous indicating an 
Its cash in bank and 
office was $338,314; it owns stocks worth $17,- 
600; has collateral loans amounting to $597,- 


bonds, 


933 and first mortgage loans on real estate, 


$226,850; premiums in course of collection 
aggregated $2,495,212, and there were also in- 
terest accrued and other items. The company’s 
unearned premium reserve, $4,958,830, indicates 


a large volume of premium income. Its other 


liabilities include a claim reserve, in the com- 
pensation and liability departments, of $6,615.- 
612, as required by the New York Insurance 
Department; and other reserves are as follows: 
Credit insurance department, $1,170,040; taxes, 
$316,000; commissions, etc., $798,697, aud a 
voluntary additional reserve for compensation 
losses of $740,425. There remains a surplus as 
regards policyholders of $2,032,872. It is clear, 
therefore, that the American policyholders of 
this old and respected British company are 
thoroughly protected, particularly as $13,343,864 
of its American resources are deposited with 
insurance departments and its United States 
trustee, the Guaranty Trust Company of New 
York. The United States manager of this 
excellent company is C. M. Berger, New York; 
J. W. Haines and F. M. Hoffman being assist- 
ant managers, and J. J. Pallay, secretary of 
the United States branch. 


WOULD HAVE STATE INSURE PUBLIC 
FUNDS 
Iowa Proposal Seeks to Take Place of 


Surety Companies’ Depository Bonds 

Des Mornes, Ia., February 16.—Carriage by 
the State of its own insurance on public de- 
posits and doing away with depository bonds 
insuring them, is proposed in a bill introduced 
in the Iowa Senate by Senator Brookhart of 
Washington, Iowa. 

The bill provides for a State banking board, 
composed of the governor, superintendent of 
The 


the board would be to pass upon the eligibility 


hanking and attorney-general. duties of 
of banks to receive public deposits of the State 
and its municipalities. 

No security for these deposits or depository 
Pub- 
lic treasurers would no longer be required to 
give official bonds and would be relieved from 
liability for the deposits on account of the fail- 
ure of an approved bank depository. 

In place of the depository and official bonds 
now required, any losses in public funds would 
be made good to the State and its municipali- 
ties out of a State sinking fund made up of 


bonds would be required under the bill. 


a portion of the State’s receipts from the 21% 
per cent interest paid on public deposits. 

maintained at 
an average balance of $500,000 in the office of 


This sinking fund would he 


the State treasurer. The rest of the interest 
account would be kept on deposit in local banks. 
Whenever the balance went nelow $500,000 in 
his office, the State treasurer would draw pro- 
portionately on the interest fund maintained 
by the county, city and school board treasurers. 


Kill Compulsory Auto Measure in Indiana 

INDIANAPOLIS. IND., Feb, 16.—Compulsory 
automobile liability insurance was voted down 
last Friday when the Indiana House of Rep- 
resentatives killed the Horff Bill, providing that 
all automobile owners carry insurance of this 
description. 
death of the bill came while the measure was 
in its reading. An amendment first 
struck out vital sections of the bill, and then 
a motion to postpone it indefinitely was car- 
ried. 


The attack which resulted in the 


second 


is 
4 





COLLINS GRAHAM RE-ELECTEp 
Again Heads Surety Underwriters oj 
Massachusetts 
The annual meeting of the Surety Under. } 
writers’ Association of Massachusetts, helq at | 
the Boston Chamber of Commerce, was ¢. 
voted principally to an extended discussion 9; 
the attack made upon the surety companies 
and their methods of contract bond underwrit. 

ing. by the Associated General Contractors. 

A committee was appointed to carry out the 
resolution of the Surety Association of Amer. 
ica for the elimination of irresponsible cop. 
tractors and to assist the Associated General 
Contractors in improving the calibre of cop. | 
tracts coming under corporate surety bonds 
Collins Graham of O’Brion, Russell & Com. 
re-elected president of the or. | 


pany Was 


ganization. 


H. S. Ives Leads Debate on Compulsory 
Auto Insurance 

Compulsory automobile 
subject of a symposium held last Tuesday be. } 
fore the Keystone Automobile Club of Phila. 
delphia. Henry Swift Ives of the Casualty In- 
formation Clearing House, Chicago, led the 
arguments for the negative, and brought out 


insurance was the 


many pointed reasons why such legislative ac- 
tion would not accomplish all its adherents 
claimed. Mr. Ives’ views on this subject are 
familiar to insurance men who have noted his 
activity on behalf of the companies, but it re- 
mained for the Keystone Automobile Club to 
bring them to the notice of the general public, 
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WANTS STATE INSURANCE 





Missouri Labor Federation Advocates 
Monopolistic Fund 





SEEKS AMENDMENTS TO PRESENT 
ACT 





Would Pay $30 a Week to Widows or 
Dependents of Insured Workmen— 
Other Changes Suggested 
Sr. Louis, Mo., February 16.—Organized 
jabor in Missouri has submitted a list of some 
twenty amendments to the State workmen’s 
snsation act which are supported by the 


compet 
Missouri. Labor's 


\ssociated Industries of 
amendments were submitted by Alroy Phillips, 
St. Louis, attorney for the Missouri Federa- 
tion of Labor, at a hearing on the bill which 
was held recently. 

The chief amendment favored by labor lead- 
advocating compulsory exclusive 
Other amendments would in- 


ers is one 
State insurance. 
crease the maximum amount to be paid to a 
widow or dependents of a workman to $30 in- 
stead of $20 a week; make the act apply to all 
employers of labor (wiping out the provision 
that it should be elective as to employers of 
ten or less workers) and not apply at all to 
concerns with five or fewer workers; increase 
the maximum period for temporary partial dis- 
ability from fifty-two to one hundred weeks: 
eliminate the provision that compensation to a 
she remarries or dies. 
(Labor apparently that compensation 
should continue for the benefit of minor chil- 


widow should cease if 
feels 


dren. ) 

The provision that the widow or dependents 
must notify the employer within thirty days 
after an accident in order to obtain compensa- 
tion would be wiped out by labor leaders’ sug- 
gestions. 

Rk. T. Wood, president of the State Federa- 
tion, said that labor has been trying for four- 
teen years to get a compensation act on the 
statute hooks, but wanted a wneasure that would 
He expressed the 
tear that no such bill will get through this 
session. 

Paul W. Brown of St. Louis, chairman of 
the industrial committee of the St. Louis Cham- 


provide for State insurance. 


her of Commerce, opposed monopolistic State 
surance. 





U. S. National Life and Casualty Has 
Good Year 

The second annual statement of the United 
States National Life and Casualty Company, 
Chicago, Ill, shows that that organization made 
good Progress during the past vear and has 
irmly established itself with its 375,000 policy- 
AS OF 1924, the com- 
pany has total admitted assets of $910,036, as 
against $604,346 for 1923. 


holders, December 31, 
This represents a 
gain of $305,690. The surplus to policyholders, 
also as of December 31, 1924, is $525,731 and 
vl the company’s proud boast that it has over 
$2 of assets for every $1 of liability. The total 
Premium income from accident and health writ- 
Ings during 1924 was $3,661,128, a notable ad- 


vance over the 1923 figure. C. H. Boyer, vice- 
president and general manager of the United 
States National Life and Casualty, in com- 
menting on the showing made by his company, 
says: 

“In comparing this year’s statement with that 
of last year, you will note that we have made 
considerable progress and the success of this 
new company seems to be assured.” 


MOVES NEW YORK OFFICE 
Fidelity and Deposit to Occupy Larger 
Quarters at New Location 
The persistent expansion in the volume of 
business done by the New York office of the 
Fidelity and Deposit Company, Baltimore, Md., 
made a change in its location necessary 1 
order that larger quarters could be utilized. 
Accordingly, just recently, this branch of the 
Fidelity and Deposit 120 
Broadway to 55 Liberty street, where it will 
occupy the first, second and third floors of the 
This step makes it possible to bring 


was moved from 


building. 
the metropolitan burglary, surety, claim and 
legal divisions all under one roof and permits 
the more advantageous coordination of facili- 
ties to brokers. 

Vincent Cullen the 
l‘idelity and Deposit’s New York office for the 
past four years, and during that time the pre- 


has been manager of 


mium income from this branch of the company 


has increased from approximately a million 


dollars to about three million. The organiza- 
tion recently celebrated the thirty-first anni- 
versary of its inception and made that an occa- 
sion for emphasizing the value of its service to 
Mr. Cullen's 


direction this service has become a matter of 


brokers and assureds. Under 
special pride at the New York office and has 
been developed to a very high point of efficiency. 


lowa Legislature Gets Amendments to 
Workmen’s Compensation Act 
ES 
Fort 
the Iowa Legislature amendments to two sec- 


Des MorNes, February 17.—Senator 


Cavanaugh of Dodge has introduced in 
tions of the Iowa code touching the State work- 
that 


“the time during which an action is pending in 


men’s compensation act. One declares 


a State or Federal Court for recovery of dam- 
ages resulting from such injury should not be 
included in computing said two-year period.” 
The other amendment provides that “the time 
during which any proceeding before the Iowa 
Industrial Commissioner, the district court or 
the supreme court for the recovery of work- 
men’s compensation on account of a personal 
injury sustained, shall not be included in com- 
within which action may be 


puting the time 


brought for recovery of damages resulting 
from such injury.” 

A bill to put into effect the recommendation 
Funk that 


the 


of Industrial Commissioner A. B. 


occupational diseases be brought under 
workmen's compensation act has been intro- 
duced in the house by Forsling and Pritchard 
of Sioux City. At present, diseases arising out 
of conditions of employment are not covered 


by the compensation act. 
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H. & A. UNDERWRITERS 


—_—_—_ 


Program for Mid-Winter Meeting 
Completed 


INFORMAL DISCUSSION A FEATURE 


Prominent Speakers to Address Gathering 
at St. Louis on March 3 and 4 


The program for the mid-winter meeting of 
the Health and Accident Underwriters Con- 
ference at the Hotel Chase, St. Louis, Mo., 
on March 3 and 4 has just been completed. An 
informal discussion of problems relating to 
accident and health insurance, which is sched- 
uled to be part of the second day’s sessions, will 
be one of the features of the gathering and 
members are being urged to send or bring suit- 

for debate. The 
be held on Tuesday evening, 
and will be preceded not only by the 
sessions of that day, but by an executive com- 
mittee meeting which is listed for the night of 
March 2. The St. Louis Convention and Pub- 
Bureau is furnishing information and 
registration facilities and all business sessions 
wre to convene in the large ballroom on the 
floor of the Hotel Chase. Full 
of the program are as follows: 


questions conference 
will 


March: 3, 


able 
dinner 


licity 


main details 


First Session, TuEspAy, MARCH 3 

Call to order, C. O. Pauley presiding. 

Address of welcome, Hon. Henry W. Kiel, 
mayor of St. Louis. : 

Response, Ben Haughton, secretary, Interna- 
tional Travelers Association, Dallas, Tex. 

Address, Dr. Ivan lI.ee Holt, St. Louis. 

Committee reports. 


Seconp Session, TUESDAY, MARCH 3 

“Problems in Agency Development,” R. M. 
Rowland, agency supervisor, National Casualty 
Company, Detroit, Mich. Z 

“Am I My Brother's Keeper?” T. Leigh 
Thompson, vice-president, National Life and 
Accident Insurance Company, Nashville, Tenn. 

Round-table discussion, R. FE. Weaverling 
presiding, “Should the indemnity on an acci- 
dent policy be reduced for occupational acci- 
dents that are covered by workmen's compen- 
sation insurance?” 

Round-table discussion, M. W. Hobart pre- 
siding, continuation of discussion at last annual 
meeting on “Termination of Policies at Ages 
(0-70. 


Trirp SeEsston, WEDNESDAY, MARCH 4 

“Observations of a Life Insurance Execu- 
tive,” Geo. S. Graham, president, American 
Life Convention; vice-president, Central States 
life Insurance Company, St. Louis. 

“The Part-Time Agent,” H. L. Brandt, 
ageney manager, Illinois Mutual Casualty Com- 
pany, Peoria, Ill. 

Informal discussions, C. O. Pauley presiding. 

FourtH Session, WEpNESDAY, MARCH 4 

“Agency Underwriting,” F. L. Barnes, assist- 
ant secretary, Employers Indemnity Corpora- 
tion, Kansas City, Mo. 

“Insurance as Related to 
Irish, assistant secretary, Iowa State 
ing Mens Association, Des Moines, Ia. 

Report of special committees. 

Deferred business. 

New business. 

Date and place of next meeting. 

Adjournment. 


Farming,” J. S. 
Travel- 
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THIRTY-SECOND ANNUAL STATEMENT 
UNITED STATES BRANCH 


LONDON GUARANTEE AND ACCIDENT COMPANY, LTp. 


December 31st, 1924 


ASSETS 

Government, State, County, Municipal, Rail- 
road, Public Utility and Miscellaneous Bonds .$13,586,424 .70 
RURMMESS Sener to cies eee i SO 17,600 .00 
(lO oes |) Ce) a a er 597,933 .42 
26,850 .00 
338,313 .91 
192,362 .98 


First Mortgages on Rea! Estate.............. 
Cash on Bandiand in Bank... . 2.6.66 cece 
Interest Due and Accrued................... 
Premiums Not Over Three Months Due ‘in 

Gotitse or Collection. «< .cacicc cscs 6 dee dacs 
Adi Other Assets..........4..00005 


2,495,212 .05 
366,811.87 


$17,621,508 .93 


DEPOSITED WITH INSURANCE DEPARTMENTS AND UNITED STATES TRUSTEE, 


LIABILITIES 
Claim Reserve: 

Compensation and Liability Departments (As 
required by Insurance Department of New 
Ao ot Vee Le eee eee era ee Ieny rere 

Credit Insurance Department.............. 

AllOther Departments: 2.0.2.4 2.55050. 5 eerie once es 

Reserve for Unearned Premiums.............. 
IRESCRV.G DE LARES occs. tect Sats iat hk Dei oA eve oe 
Reserve for Commissions and All Other Liabili- 
RAGS oct csaieas lave ee eats ee EE 
Voluntary Additional Reserve for Compensation 
NGOSSOS) sii tatd fekes fscdca fae fakeagees op cee ee eR Re 


$6,615,612 .32 
389,023 .21 
1,170,040 .40 
4,958,838 .92 
316,000 .00 


798,696 .93 


740,425 .00 








$14,988,636 .78 


$750,000 .00 
1,882,872 .15 


DepositCapital sinc «wos oatsie see 
Surplus Over All Liabilities....... 


Surplus as Regards Policyholders............. 


UNITED STATES TRUSTEE - - GUARANTEE TRUST COMPANY OF NEW YORK 


Eastern Department 
E. W. Lang, Resident Manager 
90 Maiden Lane, New York 


HEAD OFFICE-—55 FIFT 
NEW YORK 
C. M. Berger, United Sta 


2,632,872 .15 


$13,343,864.05 


H AVENUE 


tes Manager 














Fidelity Union Fire Insurance 
Company 


December 31, 1924 


ASSETS 


UAE RANI io set des odinug ada stare and arate are aie ea wees $382,165 .00 
COUNTS ESB Ss rr 38,961 .57 
io teprote l(a se a rr. Z 756 .00 
Stocks and Bonds: 

ORE Coon cn 100,312 .50 

Miscellaneous...........-..cccccceesescs 30,150.00 
PPPS: TAAIANCES oc. oie-6.c o-dce ae. 6 soo wv aces were ase 126,431 .96 
ReRe RRCM RN DINNIECS oS oie) awe 4-8. WG whee 6.0m ode wlan, whe 137,558 .04 
Teac ee cc | er 13,749 .82 
NERC IONS Ie Lo inidocvia)a ouio 39 RIG Gabel & BOTH eee LW a Ese, 





LIABILITIES 
Reserve for losses in process of adjustment...... $64,202 .83 
Reserve for unearned premiums............... 340,110.80 
PRGSELWE TOL FEUMSUTATICE 6.05.8 jo. 610.9: 4!2 ess eniereo 2,729 .29 
ROTO NOE AROS oes vaca se eine ennai) ave-gracetwiaaialelaboudss 10,000 .00 


Total liabilities except capital............. $417,042 .92 


STE VAISS ae ie ee a $300,000 .00 
Dan SE RUMEN Gols a i isissl ne careSioch daha: Brervouncacatant 130,815 .82 
Surplus as regards policyholders............... 430,815 .82 


$847,858 .74 


Fidelity Union Casualty 


Company 


December 31, 1924 
ASSETS 


Real Estate (Home Office Property)........... 
NEOGEO R RO OOS 76.07 3..5555i. sie dese te oo oehe ee 
Oxo) VESICN tH 7a oo ae 
WHOCKSIO HOMES OMNES). ccco.5 c6oe orca ssh or'ergy 0, OaPore seen 
PS emits BE aL AAGCES s,n0o0 5) 0/.c1s: s)wistoniv cess) a cuoeen aici aeate 
CES DUET 520 7 aa ae cee Sas RENT 
MPTOLO SEC CIMIOE 5 5 i5ics's 6 osi0:1008 and Silas Wakes aa 


LIABILITIES 


Reserve for losses in process of adjustment...... 
Reserve for unearned premiums............... 
IR GSEL-V.G MOUMAROS orocceccersnouerock05 SS anghcigearaeceetene 
Reserve Tor PEMSULATICE os. 16s425-scve advan e-ceiste enero 


Total liabilities except capital............. 


RSA es orca sos asian tea arenes: he ves $300,000 .00 
RHGMIS sis 35a is ae oie a acne: $4,129.41 


Surplus as regards policyholders............... 





$98,955.15 
187,964.55 
17,143 .43 
335,304.10 
176,386 .13 
133,603 .87 
6,620.55 
9,069 .04 


$965,046 .82 


$371,194.29 
197,995 .24 
10,000 .00 
1,727 .88 





$580,917 .41 


384,129.41 


$965,046 .82 


Home Office: DALLAS, TEXAS 
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DEPOSITORY BONDS 


Suits Against Companies Brought in 
Iowa Courts 


OVER $350,000 INVOLVED 





Case Based on Alleged Missing Funds of 
Former State-Treasurer 

Des Moines, IA., February  14.—Suits 

Burbank, former State treas- 

Trust 


against W. J. 
urer, the Central 
Moines, and six bonding companies for more 
than $350,000 of the State’s moncy on deposit 
with the Central Trust Company have been 
filed in the district court by Herbert A. Huff 
of the attorney general’s office. 

The suits, which ask judgment against all 
the defendants for the amount of the State’s 
deposit in the trust company, plus accrued in- 
terest, are the first of several to be filed later 
for collection of all State deposits, totaling 
more than $1,000,000, which Mr. Burbank was 
unable to turn over to R. E. Johnson, his suc- 
cessor, at the beginning of the year. 

The suits filed were brought in the name 
of the State of Iowa and Treasurer R. E. 
Johnson against former State Treasurer Bur- 
bank, the American Surety Company of New 
York (which issued his official bond of 
$300,000); the Central Trust Company for 
$360,440, balance due and accrued interest, and 
the following bond companies as sureties on 
depository bonds covering the Central Trust 
Company deposit: 

Southern Surety Company of Des Moines; 
Continental Casualty Company of Hammond, 
Ind.; Fidelity and Casualty Company of New 
York; National Surety Company of New 
York, and the Iowa Bonding and Casualty 
Company of Des Moines. 


Company of Des 





Hearing on Pennsylvania Automobile 
Insurance Act 

PHILADELPHIA, Feb. 17.—The first big public 
hearing on the important compulsory motor- 
car insurance bill now pending before the 
Pennsylvania Legislature was held at Harris- 
burg Feb. 17 before the joint legislative com- 
mission which paved the way for the measure. 

This measure is the great topic of discus- 
sion at the present time among motor-car 
owners and insurance men throughout the 
State. If the measure passes the Legislature it 
will become effective Jan. 1, 1926. 

It was stated by Representative Edward 
Haws, Philadelphia member of the joint com- 
mission considering this question, that while the 
bill might be amended before it reaches its 
final stage, its terms have heen tentatively 
agreed upon by the leading legislators, and that 
the measure as now drawn is the only prac- 
tical means to protect the public from reckless 
and careless auto drivers. 

Annual Meeting of the Inter-State 

The annual meeting of the policyholders of 
the Inter-State Business Mens Accident Asso- 
ciation was held at Des Moines, Iowa, just 
recently. The re-elected officers of this asso- 


ciation for the year 1925 are: Frank O. Green, 


president; Fred H. Hunter, vice-president; 
Ernest W. Brown, secretary-treasurer and 
general manager; Chas. P. Waldron, assistant 
secretary and office manager; Geo. W. Young, 
Jr., manager claims department. 

Robert A. Brown was elected a director to 
succeed FE. L. Beck. The other directors are: 
Ernest W. Brown, Chas. A Rawson, Leland 
Windsor, W. E. Barrett, Chas. P. Waldron, 
Geo. W. Young, Jr., Frank O. Green, Fred H. 
Ilunter and F. A. Russell. 

The Inter-State reports a very prosperous 
year, with an increase in members of 26.6 per 
cent. <A total of 62.2 per cent of premium in- 
come was returned to policyholders in claims 
paid. An increase in income over the preceding 
year totaling $123,110 was maae. 


Ocean Accident Makes Strong Statement 

The United States branch of the Ocean Ac- 
cident and Guarantee Corporation of London 
presents a statement showing over $20,000,000 
ef assets in this country, with a surplus to 
policyholders of $3,780,037, after caring for 
all liabilities and providing a voluntary reserve 
of $1,000,000. Its premium income last year 
reached the sum of $14,753,697, an increase of 
about $878,000 over that of the previous year. 
There was a gain in assets during the year of 
about $966,000, and after allowing for change 
in voluntary reserve, an increase of about 
$339,000 in surplus. Since the organization of 
its United States branch the Ocean Accident 
and Guarantee has paid over $67,000,000 of 
losses in this country. This strong and popu- 
lar British company has gained a firm foothold 
in this country, and its United States manager, 
Charles H. Neely, is to be congratulated upon 
the success of its operation and upon the steady 
extension thereof, with its corresponding ad- 
vances in financial standing. 


Merryfield-Smith Agency Opens Scranton 
Office 

The Merryfield-Smith Agency at Pottsville, 
Pa., has opened a general insurance office in 
Scranton and will -represent the National 
Surety Company as general agents in that city. 
John A. Little, formerly assistant to W. D. 
Barrett, superintendent of the metropolitan de- 
partment of the National Surety Company, has 
resigned that position and will become man- 
ager in the Scranton office of Merryfield-Smith. 
The agency is located in the Coal Exchange 
The FE. J. O’Hara Company will still 
continue to represent the National as general 
agents in Scranton. 


building. 


J. C. Heyer Made Manager 


J. C. Heyer has been appointed as manager 
of the new branch office of the Metropolitan 
Casualty Insurance Company at Newark, N. J. 
Mr. Heyer is a capable and experienced in- 
surance man who is well-fitted for the post he 
now fills. He will be assisted by Norvell H. 
Cobb as superintendent of the filedity and 
surety department of the Newark office, and 
by Henry P. Reardon as superintendent of the 
casualty division there. 
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REPORT ON AMERICAN SURETY 
Examiners Find Company in Excellent 
Condition—Praise Managerial 
Control 
A report declaring the American Surety Com- 
pany of New York to be in sound financial con- 
dition, approving its methods and the charac- 
ter of risks, and showing that it paid divi- 
dends aggregating 12 per cent during the year 
1923, has been issued by the New York State 
insurance department, which has just completed 
its triennial examination as of December 31, 
1923. The company is engaged in the writing 
of fidelity and surety bonds and burglary, theft 
and forgery insurance. Dealing with the find- 

ings, the report says: 

I°xcellent supervision is maintained over the 
underwriting and execution of bonds, the com- 
pany's activities being confined to risks of high 
character. Extra-hazardous bonds, guarantees 
of unusual character, and bonds involving prin- 
cipals without substantial character are pro- 
hibited. 

No single risk or hazard was found in ex- 
cess of 10 per cent of the capital and surplus. 
Liability on bonds issued for a larger amount 
has been properly reduced through coinsurance, 
reinsurance, joint control or collateral. 

Dewitt H. Stern Company Wins Contest 

To start cff the year 1925 in good style, the 
Massachusetts Accident Company of Boston 
initiated a contest for increases in written and 
paid-for business in January, based upon each 
general or individual agent's best month in 
1924. Among the general agencies, Dewitt H. 
Stern Company, Inc., of New York, won the 
first prize, $100, having made the greatest pro- 
portionate increase of all the general agencies 
of the company. There were a large number 
of winners of minor prizes, so it is evident 
that the contest was a profitable one for the 
company and its field force. 


Want Reduction Rider Withdrawn 

The Surety Association of America, at a 
meeting held last week, voted to ask the Metro- 
politan Casualty Company to withdraw its 
rate-reduction rider as issued on forgery 
bonds. It was decided to give the Metropolitan 
Casualty ten days in which to comply with the 
request or resign from the Association. The 
rate-reduction riders are issued with forgery 
bonds in cases where the policyholder uses 
specified check writing machines or safety 
paper. They affect a lowering of the premium 
charge. 


Oppose Iowa Compensation Bill 

Des Moines, Iowa, Feb. 16.—Representa- 
tives of the Iowa Federation of Labor spoke 
in favor of the Gilchrist Workmen’s Compen- 
sation Bill, and Iowa manufacturers, including 
Henry Sampson,.attorney for the Iowa Manu- 
facturers Association, opposed it at a public 
hearing before the joint labor committees of 
the Iowa Legislature last Thursday afternoon. 

Representatives of the Employers Mutual 
Liability Insurance Association, Waterloo En- 
gine Company, Decker Packing Company, Bet- 
tendorf Company, and other employers, opposed 
the bill as increasing the cost of compensation 
and, in turn, the cost of their products. 
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American National Insurance Company 
OF GALVESTON, TEXAS 


W. L. Moody, Jr., President Shearn Moody, Vice-President W. J. Shaw, Secretary 








Financial Statement, December 31, 1924 





ASSETS LIABILITIES 
Real Hetate Owned ....... 2.052.055. $1,087,812.90 Net Reserve (American Experience 
Mortoape Loans... ....... 60005654. 6,890,667 .38 Table) 3 and 314 Per Cent ........ $16,388,279. 45 
re 28,000.00 Reserves for Death Losses in Process 
Loans on Company’s Policies. ....... 1,935,186 . 95 of Adjustment or Adjusted and Un- eo 
Moms and Stocks. . 2... ..scccccwsci 7,903,434. 10 paid. ce eer oe GS BS aches 191,769.07 
: : pony ! Reserve for ‘T'axes and Depreciation.. . 167,652.47 
Cash - Banks. Fee ae t. 2 tee 8 ae RRS 1,684,481 43 Miscellaneous Liabilities............ 199,680.52 
Certificates of Deposit.............. 38,750.00 Capital Stock.......... $1,000,000. 00 
Interest Due and Accrued........... 380,532.96 Assigned Fund and Sur- 
Deferred and Uncollected Premiums Das 65 5a Ompamers 2,106,517 .56 
(ES ee a ee 453,620.28 —___ 
Unearned Fire Insurance Premiums... 1,413.07 Surplus Security to Policyholders.....  3,106,517.56 
WMiOtaAlVASSEtS:. 6. < ode wea ws aries $20,053,899 . 07 Total Liabilities. . ..... cohen $20,053,899 . 07 


Gains Made During 1924 


Increase in Insurance in Force................. $37,030,018.00 
Increase in Admitted Assets................ .... 2,983,310.58 
Increase in Surplus Security to Policyholders. . . 237,346.11 





INSURANCE IN FORCE 
DECEMBER 31, 1924 


$252,067,422.00 


TOTAL PAID POLICY- 
HOLDERS SINCE OR- 
GANIZATION, 


$16,354,307.56 


Ordinary Life, Industrial 
Life and Accident Insur- 
ance to Meet the Require- 
ments of Every Insurable 
Person. 








ADMITTED ASSETS 


$20,053,899.07 




















Operates in Twenty-two States, the Republic of Cuba and Territory of Hawaii 


GROSS INCOME AVERAGES, $754,650.00 PER MONTH 
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J. W. CLEGG MAKES WESTERN TRIP 


Will Visit Insurance Sales Congresses and 
Confer with Western Life Men 

Puitaperputa, Pa. February 17—John W. 
Clegg, president of the National Association 
of Life Underwriiers, leaves today for a long 
trip through the western part of the country. 
Mr. Clegg does not expect to return to Phila- 
delphia until late in March. While away it 
is his intention to visit insurance sales con- 
eresses, advisory committee meetings, and to 
hold counsel with the leaders of the life in- 
surance business in many States, his itinerary, 
officially announced in full for THE Spectator, 
is as follows: 

Friday, February 20, Colorado Association 
Annual Sales Congress, held in Denver, Col- 
orado, will broadcast ten minutes talk from 
General Electric Rocky Mountain Broadcast- 
ing Station KOA; Saturday, February 21, will 
sieend *¥tna Agents’ Conference, held at Den- 
ver, will talk to agents in the morning; Mon- 
day, February 23, 1925, Natonal Convention 
Committee at noon, held in Kansas City; As- 
sociation Day meeting in evening, Under- 
writers’ Association; Tuesday, February 24, 
Underwriters’ meeting, Omaha and Lincoln 
Associations, held in Omaha, Nebraska; Wed- 
nesday, February 25, meeting in Des Moines, 
Iowa; Thursday, February 26, meeting in St. 
Paul, Minnesota; Friday and Saturday, Feb- 
ruary 27, 28, meeting in Chicago: Monday, 
March 2, Underwriters’ meeting in Detroit, 
Mich.; Tuesday, March 3, meeting in Louis- 
ville, Ky.; Thursday, March 5, Sales Congress, 
held in Cincinnati, will speak on “Outlook for 
the Year 1925” at Business Men’s Club; Fri- 
day, March 6, Sales Congress, Central Ohio, 
held at Hotel Deshler, Columbus, Ohio: Satur 
day, March 7, 5th Annual Ohio State Associa- 
tion Sales Congress, Northern Division, held at 
the B. of L. FE. auditorium, Cleveland, Ohio: 
Monday, March 9, Executive Committee meet- 
ing of the National Association, held in New 
York City; Tuesday, March to, Sales Congress, 
he'd in New York citv: Wednesday, March 
11, Board of Trustees’ meeting, New York 
city; return to Philadelphia. 


Fine Record of Pan-American Life 

The past year was an excellent one for the 
Pan-American Life Insurance Company of 
New Orleans, it having made handsome gains 
in all important items. Thus the insurance in 
force grew to the extent of about $18,000,000, 
now amounting to $126,604,557; the assets in- 
creased about $1,600,000, now standing at $14.- 
323,384, and after increasing the legal reserve 
by over $1,600,000 to $12,071,808, and providing 
for other liabilities, the surplus to policyhold- 
ers is shown as $1,788,072 (including $1,000,000 
capital)—a gain of about $83,000. The largest 
items among assets are first mortgage loans, 
$7,023,775 bonds, $3,719,232, and policy loans, 
$1,956,161. The company also has cash in 
office and bank exceeding $320,000. President 
Crawford H. Ellis and Vice-President and 
General Manager E. G. Simmons should feel 
gratified with the result of the year’s opera- 
tions. 


ANNOUNCES SUCCESSORS TO C. J. 
EDWARDS 
Appointments of H. H. Letcher and H. S. 
Gierhart Made by Equitable Life 

The Equitable Life Assurance Society of the 
United States, New York, announces the ap- 
pointments of Harold H. Letcher as agency 
manager for the society in charge of the Brook- 
lyn office and Harry S. Gierhart as agency 
manager in charge of the Manhattan branches 
of the Edwards agencies. 

Mr. Letcher has been associated for the past 
twenty-five years with the company’s Brook- 
lyn agency, which was under the direction of 
the late Charles Jerome Edwards. During the 
last ten years Mr. Letcher has served very suc- 
cessfuily as assistant manager and his pronmio- 
tion is entirely deserved. Mr. Giernart has 
also been connected with the Equitable for 
many years as inspector of agencies for North- 
ern New York and New England. He 1s sure 
to prove an efficient agency manager in a terri- 
tory that is most familiar to him. 

Eureka—Maryland Makes Gratifyrng 
Progress 

The year 1924 was a very satisfactory one 
for the Eureka-Maryland Assurance Corpora- 
tion, of Baltimore, as is disclosed by the com- 
pany’s forty-third annual statement. In round 
figures some of the advances made last year 
were the following: In assets, $1,025,000; in 
surplus to policyholders, $70,000; in insurance 
in force, (including $15,000,000 
taken over from the Maryland Assurance Cor- 
poration); in policy reserve, $947,000, and in 
income, $844,000. 
to was after the payment of $55,000 in divi- 


$17,500,000 


The gain in surplus referred 


dends, and the transfer of $38,000 from surplus 
to reserve account for the purpose of placing 
all the company’s reserve valuation on a stand- 
ard basis which would enable the company to 
enter any State. There was also a transfer of 
$100,000 from surplus to capital stock. 

As of December 31, 
ports assets of $2,835,004, and over and above 


1924, the company re- 


its policy reserve of $2,377,145 and all other 
liabilities, it shows a surplus as to policyhold- 
ers of $402,068. The company now has greater 
assets and surplus than at any preceding period 
in its history, and likewise its insurance in 
force, $39,246,185, is greater than at any pre- 
vious time. 

The Eureka-Maryland writes both industrial 
and ordinary insurance upon a non-participating 
plan, its rates being low and its values as high 
as safety will permit. Its. standard policies 
contain total and permanent disability pro- 
visions and also double indemnity, features and 
provide for one month’s grace in payment of 
premiums after the first, as well as all the usual 
In addi- 


tion the company has in effect a conservation 


forms of loan and surrender values. 


of lives plan which is an emergency measure 
applicable to all ordinary policyholders. As 
has been well stated by the examiners of the 
Maryland Insurance Department. “the company 
s efficiently, conservatively and economically 
President John C. 
Maginnis is to be congratulated. 


managed and conducted.” 
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VOTE CONSOLIDATION 
Stockholders of American Bankers and 
Cloverleaf Life Approve Merger 


Cuicaco, Itt., Feb. 16.—Stockholders of the 
American Bankers, Chicago, have unanimously 
voted to consolidate with the Cloverleaf Life 
and Casualty of Jacksonville, Ill. The final 
step in consolidating the two companies will 
take place on February 28, when, with the ap- 
proval of the Illinois Insurance Superintendent, 
the merger becomes effective. The new com- 
pany will be styled the American Bankers In- 
surance Company. For the last year and half 
the officers of the American Bankers have been 
the same as those of the Cloverleaf, being: 
President, Frederick H. Rowe; vice-president, 
Walter C. Brandish; vice-president and medical 
director, Myron W. Snell; vice-president and 
actuary, John E. Higdon; vice-president and 
treasurer, C. Y. Rowe; secretary, R. Y. Rowe. 
Officers of the new company are to be the same. 
Despite the fact of both companies having the 
same executive staff the consolidation of the 
two companies has not been the easiest sort of 
task because of the Cloverleaf’s operating in 
thirty-four States. The American Bankers 
has operated in the past in Illinois and Mis- 
souri, having insurance in force at the present 
time amounting to $18,000,000. 


Pioneer Life of Greenville Organized 

The organization of the Pioneer Life In- 
surance Company of Greenville, South Caro- 
lina, was completed last week when the or- 
ganizers gathered in that city and elected the 
officers and trustees. T. Oregon Lawson, a 
well-known southern life insurance man, will 
head the company in the rdle of president. 
Colonel Holmes B. Springs, financially prom- 
inent in Greenville, was elected vice-president 
and secretary. The office of vice-president and 
treasurer will be filled by M. R. Wilkes, re- 
cently resigned from the staff of bank examiner 
of the Federal Reserve to accept the position. 
The company will commence operations with a 
paid in capital of $100,000 and a surplus of 
$50,000. Initial steps for the commencement of 
business have already been taken and splendid 
offices have been secured on the sixteenth floor 
of the Woodside building. 


National Fraternal Alliance of Postal 
Employees Licensed 

The National Fraternal Alliance of Postal 
Employes of Chicago, Ill., was licensed, re- 
cently, under the fraternal act of 1893. Walter 
M. Farmer handled the organization of the so- 
ciety. The incorporators are listed as: J. H. 
Jones, E. R. Drakeford, R. E. Harrison, G. S. 
Witherspoon, A. T. Waller, C. F. Roberts, J. 
W. Asey, W. T. Hensley, J. F. Mitchell, E. 
C. Hickman, J. F. Pritchard, Wordie Murrell. 


West Coast Life’s Election 

In addition to re-electing the previous offi- 
cers, the West Coast Life of San Francisco 
has elected C. C. Warner and Raymond F. 
Gill assistant secretaries. A dividend of 12 
per cent on capital stock was declared, 6 per 
pany’s forty-third annual svatement. In round 
cent payable February 26 and 6 per cent 
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ASSESSMENT INSURANCE 


Comments Upon Various Aspects of 
the Bill Introduced in the New 
York Legislature 


SURRENDER VALUES PERMITTED 


Hlinois Standard Preliminary Term Method 
of Reserves Is Prescribed 
By Epwarp B. FAckKLer 

Two bills, Nos. 593 and 594, introduced in 
the New York Assembly and referred to the 
committee on insurance, are of especial inter- 
est to those in any way concerned with insur- 
ance on the assessment plan, either fraternal 
or otherwise. 

Both bills amend sections of the insurance law 
with relation to life or casualty insurance cor- 
porations upon the co-operative or assessment 
plan, which in the New York Law are covered 
by distinct sections of the insurance law, i.e., 
sections 200 to 229, inclusive, separately from 
those applying to fraternal societies and to 
other life and casualty companies. 

Bill No. 593 modifies the prohibition in sec- 
tion 210 against any promise or agreement to 
pay cash on surrender or maturity except on 
account of disability or death. Bill No. 504 
introduces a new section, 210-a, which changes 
the entire spirit and scope of the law. 

For policies issued on ana after January 1, 
1926, this new section requires that reserves be 
held not less than according to the “Illinois 
Standard” preliminary term method on the 
basis of the American Experience Mortality 
Table and 4 per cent interest, if the policies are 
issued as assessment contracts with the custom- 
ary “preliminary term” clause; if any policies 
are issued without a proper assessment clause, 
the mortality table and rate v1 interest must be 
the American Experience Table and 3% per 
cent, “including reserves for deficient pre- 
miums, if any.” 

The funds for the policies issued on and after 
January 1, 1926, on which reserves are held 
according to this new section, are to be kept 
distinct from the funds for other contracts, 
except as the association may by its laws group 
with these policies, and hold the proper re- 
serve on certain contracts issued prior to Jan- 
wary I, 1920. 

It is notable that if the policy contains a 
proper “assessment clause” the law does not 
require as minimum premiums the net premiums 
on the American Experience 4 per cent basis, 
so long as the minimum s¢eserve is actually 
maintained by making extra collections as 
necessary and charging against the contracts 
any unpaid portion of an assessment. 

The association must collect from each of 
its members on contracts issued prior to Jan- 
uary I, 1926, such contracts’ share of their 
actual expenses and claims; the latter to be 
calculated “on the basis herein provided or such 
other mortality table approximating the ex- 
perience of the association as it may provide.” 

The law will recognize a charge against the 
contract for any unpaid assessment to the ex- 
tent of the reserve held, provided that if the 


— 


reserve is equaled by such charges the contract 
shall terminate. 


SURRENDER AND LOAN VALUES 

Permission is granted to include, in con- 
tracts issued, provision for cash surrender and 
loan values, or equivalent paid-up or extended 
insurance, “to an amount not exceeding the 
reserve.’ This permission seems not limited 
to contracts issued on or after January 1, 1926, 
so that if proper reserves are held, apparently 
an association may begin this year to issue 
policies including such provisions, as soon as 
the amendments are adopted. 

To assist in enforcing these sections the 
Superintendent of Insurance is to be supplied 
with a valuation exhibit which will apparently 
be much like that now required from fraternal 
societies. This will show the reserves as cal- 
culated according to the law, the actual mor- 
tality experience and the actual interest earn- 
ings on the invested assets, together with a 


statement of the interest required to maintain 
the reserves, and the expected mortality. This 
report must be certified by an actuary of at 
least ten years’ practice, and the Superintendent 
is expressly given discretionary power to re- 
quire any other reports or information. 

The new section expressly authorizes the 
association to distribute surplus “derived from 
mortality savings, savings from expense load- 
ings and investment gains” on policies for 
which the required reserves are held, to the ex- 
tent that the surplus exceeds 5 per cent of the 
reserve. It does not permit distribution of 
surplus derived from lapses or from granting 
surrender values less than the equivalent of the 
reserve released on surrender. 

In the clause above mentioned relating to 
cash surrender and loan values there is no ex- 
press authority to issue endowment policies, 
but the section provides for the accumulation 
of reserves greater than “twenty-payment life 
preliminary term” reserves, so it may be 











—_—__S=——_=— 








“or 


The name Texas came from the 





Vasquezde Coronado, 1540-42. 


| 
{ 
1 
| begun ten years before with Spain, 
| 





The real history of Texas begins in 1821 for in that 
year Mexico finished her war of independence 


the next 15 years and they played an heroic part 
in the defeat of Santa Anna, the Mexican Dicta- 
tor. Texas thereafter for 9 years—1836-1845— 
was virtually an independent republic. 
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assumed that the issue of endowment policies 
is authorized as well as limited payment poli- 
cies. This point may be covered by the author- 
ization, in another paragraph, of “payment of 
the benefits in instalments or annuities,’ as a 
(pure) endowment is in theory a deferred 
annuity providing for a single annuity payment. 
How FRrATERNALS May UtinizeE Law 

It has been suggested that some fraternal so- 
cieties may lind it advantageous 1 quailty un- 
der the assessment association law as_ thus 
amended. They would thereby, on future is- 
sues, be relieved of maintaining separate funds 
expressly limited to the payment of claims and 
this would give much more freedom in the use 
of surplus funds, if any, for the purpose of 
getting new business and other expenses. 

Apparently, the only statutory limitation on 
expenses would be that, under section 207, they 
must not exceed 35 per cent of the income of 
the association from premiums, assessments 
and membership fees. This would not seriously 


restrict the expenses of an association with a 
large amount of insurance in force. It is not 
clear just how this part of the section should 
be construed with regard to such fraternals as 
may be permitted to reincorporate, or otherwise 
qualify, under this assessment company law. 

This law gives the associations no protection 
against taxation such as they are granted un- 
der the New York Fraternal Statute. 

The fact that the premium rates to be 
charged are in effect to be fixed according to 
the association’s own experience without re- 
gard to any statutory standard is a very im- 
portant advantage.. 

It is evident that many points as to the actual 
effect of these proposed changes in the law may 
mly be learned through actual attempts to con- 
strue these sections in particular cases. It is 
notable that these amendments do not change 
the provisions of section No. 200 forbidding the 
licensing of any “such corporation other than 
a traternal corporation” after June 1, 1906. 








virile, intelligent citizenship. 


Texas has shown her belief in the Royal Union by the steady 
increase in the amount of life insurance this company has in 
force upon the lives of its progressive people. 

“Cotton” is the greatest wealth-producing crop in ‘'exas—for 
it practically equals in value all other crops. ‘Texas produces 
1-3 of the cotton grown in the United States, and 1-6 of the 


world’s production. 
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lexas ranks first in cattle and sheep, raises large quantities of 
corn, wheat, oats, rice, possesses great timber tracts and petro- 


leum fields. 


Lite Underwriters find business is good in ‘Texas—for this has 
been a ‘“‘good”’ vear for the ‘‘Lone Star State’’—also for the 


Royal Union. 
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AETNA GROUP MEET= 
ING 


K. A. Luther and J. C. Barden Made 
Vice-Presidents 





STAFF APPOINTMENTS ANNOUNCED 





Nine Members of Official Staff Advanced 
and Eight New Officers Elected 


At a meeting of the directors of the A*tna 
Life of Hartford and affiliated companies, Ken- 
drick A. Luther, agency secretary of the Attna 
Life, and J. C. Barden, secretary of the Auto- 
mobile Insurance Company, were promoted to 
be vice-presidents; officers of the three com- 
panies of the group were re-elected, and recom- 
mendations for eight additions to the official 
staff were approved, as were nine promotions 
within the staff. 

Vice-President Luther has been engaged in 
the insurance business for nearly twenty-seven 
years, of which the most part has been spent 
in the service of the Attna Life. Mr. Luther 
was, during the early part of his insurance 
career, the first general agent of the company 
at Syracuse, and during this period he estab- 
lished records which were the cause of his 
removal to the home office in a role with 
augmented responsibilities. Of late years, Mr. 
Luther has become an increasingly sought- 
after figure among agents’ associations, and his 
is a well-known face at the various company 
conventions. Vice-President J. C. Barden re- 
ceived all of his early training towards the 
goal of an electrical engineer. On the com- 
pletion of his education he became identified 
with the Middle States Inspection Bureau. 
Later he left it to assume a more important 
position with the Underwriters’ Association of 
New York State. In 1911 he went to Hart- 
ford and finally negotiated the organization of 
the sprinkler leakage and allied departments of 
the 7Etna Casualty and Surety, and in I915 
completed his plans for the inauguration of 
the fire devision of which he was placed in 
charge. : 

Of the other important promotions, J. B. 
Simmon, assistant secretary, was made secre- 
tary of the life department and Assistant 
Superintendent of Agencies Friend L. Wells 
was raised to superintendent. Mr. Luther’s 
former position, of agency secretary, was 
abolished and that of superintendent of 
agencies created in its stead. Mr. Luther, 
though vice-president, will remain in active 
charge of the life agency division, assisted by 
Mr. Wells. Other advancements in the life 
department were: Assistant Actuary H. S. 
Beer, to be associate actuary; R. W. Mce- 
Creary, to be assistant secretary; H. C. Har- 
low, to be assistant actuary; Ralph Keffer, to 
be assistant actuary; G. H. Houston, to be 
assistant auditor; R. S. Edwards, from assist- 
ant secretary to secretary of the group division. 

Elevations in the Automobile Insurance 
Company were: G. R. Fulton, from depart- 
ment secretary to company secretary; E. HL 
Perrin, from department assistant secretary to 
department secretary; C. G. Hallowell, from 
department assistant secretary to department 
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secretary. Three new appointments were: 
Fred MacCabe, department assistant secre- 
tary: C. T. Hubbard, department assistant 
secretary; H. W. Hough, department cashier. 

In the accident and liability department of 
the 2Etna Life the advancements were: E. C. 
3owen, from assistant secretary to secretary; 
Logan Bidle, to be assistant secretary; H. W. 
Hough, cashier: C. G. Hallowell, from assist- 
ant secretary to secretary. 

In the Etna Casualty and Surety organiza- 
tion, G. E. Ashley was appointed from depart- 
ment assistant secretary to secretary. Mr. 
Hallowell received a similar title, and Mr. 
Hough was elected cashier of this company. 





SPRINGFIELD LIFE WELL 
ESTABLISHED 
Company Was Organized to Take Over 
Business of Court of Honor Life 
Association 

The Springfield Life Insurance Company, 
Springfield, Ill., has a remarkable achievement 
to its credit. That achievement was the manner 
in which it took over and superseded the Court 
of Honor Life Association, a fraternal bene- 
ficiary society that was organized in 1895. It 
will be recalled that, in its issue of October 9, 
1924, THE SpEcTATOR noted the formation of 
the Springfield Life as a mutual legal reserve 
life insurance company with a capital of $100,- 
000 to take over the business of the Court of 
Honor Life Association. That capital stock 
was later retired and the Springfield Life be- 
gan operations on October 8, 1924. 

The moving factor behind the change, which 
was accomplished in such a manner as to 
satisfy policyholders and make them even more 
confident than formerly that their contracts 
were all that could be desired, was A. L. Here- 
ford, who had guided the old association for 
nearly thirty years and who became the presi- 
dent of the Springfield Life. The conversion 
of the Court of Honor Life was made by 
changing the benefit certificates into legal re 
serve life insurance contracts. 

The Springfield Life, in its financial state- 
ment as of October 8, 1924, shows total ad- 
mitted assets of $4,755,728, and business in force 
of about $80,000,000: an auspicious start. The 
officers of the new company are, in addition 
to Mr. Hereford, Wm. Schmidt, vice-president ; 
Charles J. Riefler, vice-president; L. M. Dixon, 
secretary, and C. L. Simmons, treasurer. Since 
































its organization, the Springfield Life has writ- 
ten more than $1,000,000 of new business and 
its sound basis may be visualized from the 
wording of the recent report made after its 
examination by the Illinois insurance depart- 
ment. The department’s findings state in part: 
“The record of building up, in thirty years, 
on the fraternal plan. an association which, 
with nearly $75,000,000 of life insurance in 
force, was able to change to the mutual legal 
reserve basis, with no assessment liability 
existing any longer, and to show a surplus of 
$567,727.63 over all liabilities, including the 
legal reserve on all contracts and deficiency in 
pure premium reserves, is considered  re- 
markable.” 


CONCLUDES MEETING 
Luncheon of John Hancock Men Addressed 
by Strickland Gillilan 

Boston, Mass., February 14.—The two days’ 
conference held in conjunction with the annual 
meeting of the John Hancock Mutual Life In- 
surance Company concluded Tuesday with a 
forceful inspirational address by President 
Walton L. Crocker at the luncheon at the 
Copley-Plaza which followed the morning 
session, which was largely given over to a con- 
sideration of plans for group insurance pre- 
sented by Charles F. Glueck in charge of this 
new department. The features of the luncheon, 
besides Mr. Crocker’s review of the past year, 
were the reading of an address prepared by 
Vice-President Guy W. Cox, taking the posi- 
tion that life insurance companies should not 
serve as trustees, and the presence of Strick- 
land Gillilan, the humorist. 

President Crocker said that while the com- 
pany was at the pinnacle of its success, as re- 
flected by its sixty-second annual statement, 
new economy in administration was the watch- 
word. Prosperity brought its problems and 
they are now confronted with the problem of 
how best to add to the service rendered by 
the company. He referred to the difficulties 
arising out of statutory restrictions in new busi- 
ness and touched upon the extended activities 
of the company in undertaking group insur- 
ance, nursing service and examination of policy- 
holders. 

In reviewing the business of the year Mr. 
Crocker brought out the fact that approxi- 
mately 55 per cent of the business of the com- 
pany was produced by superintendents and the 
industrial department. He also brought out that 
it was the policy of the administration to keep 
the surplus at approximately 1o per cent of 
the legal reserves as a safety fund. 

Fine Record of Kansas City Life 

Excellent progress was made last year in 
all directions by the Kansas City Life Insur- 
ance Company of Kansas City, Mo., as is dis- 
closed by the company’s statement as of Decem- 
her 31, 1924. Some of the gains made were as 
follows: In assets, about $4,450,000; in policy 
reserve, about $3,680,000; in surplus to policy- 
holders, about $746,000; in insurance in force. 
over $24,000,000, and in new business issued. 
over $6,300,000. Imposing figures are pre- 
sented in the company’s annual statement. the 
amount of insurance in force now being $285,- 
709,897, while admitted assets are $34,466,875, 
and the surplus to policyholders is $5,142,260. 
The latter item includes $500,000 capital and 
$1,936,369 of surplus assigned to annual and 
deferred dividend policies, and $2,705,000 of 
unassigned surplus. The new business issued 
last year, $65,877,542, was the largest sum ever 
issued by the company during any calendar 
year in its history. The Kansas City Life now 
operates in thirty-four States, and its officers 
anticipate a greatly increased growth during the 
current year due to the extension of its terri- 
torial limits and its increasing agency staff. 
The company aims to render stiil better service 
in the future than in the past to its policyhold- 
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errs and agents and thus to constantly increase 
its roster of satisfied clients and representa- 
tives. The largest single item among its re- 
sources is the sum of $21,428,858, represented 
by first mortgage loans on real estate, and the 
chief item among liabilities is the iegal reserve 
for all benefits, $28,385,923. The company has 
nearly doubled its assets during the past four 
years, and its surplus to policyholders, during 
that period, has increased in even greater pro- 
portion. President J. B. Reynolds and his asso- 
ciates merit congratulation upon the progress 
made by this strong company last year and in 


previous vears. 








ATTENTION 


One of the primary objects 
of this Company is to extend 
genuine cooperation to its 
agents. Experience has taught 
us such a method is profitable 
because good 
fellowship and enthusiasm for 


it promotes 


a common cause, and induces 
loyalty to it. We want more 
Field Men and General Agents 
for Illinois and Indiana. Ref- 
erence required. Write. 


A. E. JOHNSON, Asst. to Pres. 


CHICAGO NATIONAL 
LIFE INSURANCE CoO. 
202 So. State St. Suite 314-324 


Chicago, Illinois 
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DEFENDS CHARGES 


James R. Duffin Victim of Personal 
Attack 


INTER-SOUTHERN NOT AFFECTED 





New Directors Elected—S. M. Saufley 
Asserts High Standing of Company 
Recent proceedings against James R. Duffin, 
president of the Inter-Southern Life Insurance 
Company, Louisville, Ky., and of the Attor- 
nev's Mercantile Agency Company, a collection 
agency also of Louisville, looking to his dis- 
harment, have resulted in statements from the 
commissioners of Kentucky and Indiana, as- 
serting the excellence of the Inter-Southern’s 
§nancial condition, and also in the addition of 
B. Brown, president of the National 


Tames Bb. 


Bank of Kentucky and publisher of the Louis- 
ville Herald, as a director, and of three other 
prominent citizens also chosen as new directors. 
Mr. Brown is one of the most prominent men 
ot Louisville and will be chairman of the Inter- 
Southern’s board. 

The charges filed against President Duffin 
were made by W. L. Martin, president of a 
mop and broom company and an avowed per- 
sonal enemy of Mr. Duffin. He is also said to 
be a stockholder in the Inter-Southern and to 
have formerly been interested in business deals 
in which Mr. Duffin was a motivating spirit. 
They relate to alleged holding up of funds col- 


lected by the <Attorney’s Mercantile Agency 
Company, amounting in total to $4600. This 
company was organized by Mr. Duffin some 


twenty vears ago and he has retained the nomi- 
nal office of president, although inactive in the 
management of the company’s affairs for some 
time. The agency's business during that time 
is said to have amounted to over $10,000,000. 
Mr. Martin is joined in his charges by Louis 
M. FEyerman, a former bookkeeper of the 
Agency Company, and James Kinnarney, said 
to be also a stockholder in the Inter-Southern. 

Preparation of the annual statement of the 
Inter-Southern has not been completed. It is 
known, however, that, as of December 31, 1924. 
nearly $102,000,000 of insurance in 
force, and had on deposit with the Insurance 
Department of Kentucky $500,000 in securities 
The assets 


it had 


over and above its legal reserve. 
a year ago were $10,500,0co and have largely 
increased since then, being now in excess of 
$11,685,000. 

S. M. Saufley, Insurance Commissioner of 
Kentucky, attended the recent board meeting 


ae ‘ : ; ; 
ot the Inter-Southern and following it gave 


out a statement as follows: 


In regard to the disbarment proceedings 
brought against James R. Duffin, a local lawyer, 
Who is also president of the Tnter-Southern 
Life Insurance Company, the Kentucky Insur- 
ance Department cannot see how the interests 
ot the policyholders and stockholders of the 
company can be affected. 

The Kentucky department, in conjunction 
With the Illinois and Indiana departments, in 
an examination made in October, 1923, found 
the company in a splendid financial condition. 
Since then, during my year’s terms as Insur- 
ance Commissioner, I have carefully and con- 


scientiously scrutinized every additional trans- 
action of this company. It has shown a re- 
markable growth and in my opinion has a 
great future. It complies with every require- 
ment of the Kentucky insurance laws and has 
on deposit with the State treasurer at Frank- 
fort gilt-edge securities, as required by the 
statutes, more than sufficient to protect every 
policyholder. 

No policyholder or anyone else interested 
need doubt for a minute but that the insurance 
department will take every step necessary for 
their protection. 

Thomas M. McMurray, 
Indiana, who was also in Louisville at the time, 
attended the meeting and stated that a survey 
of the situation indicated that the fight way a 


Commissioner of 


personal one, having no relation with the Inter- 
Southern. He stated that he was satisfied that 
the company is solvent in every respect. 

Following are the four new directors elected 
at the meeting last week: James B. Brown, 
James C. Stone, president of the Burley To- 
bacco Growers Co-operative Association; I. J. 
O’Brien, Jr., tobacco grower, and Walter I. 
Kohn, a leading merchant and civic worker. 
The additions of these men to the board of the 
company at this time adds materially to its 
strength. 


PRESIDENT DUFFIN’S TESTIMONY 
LovuIsviLLE, Ky., February 16.—A complete 
denial of any knowledge concerning the alleged 
holding up of checks due to the clients of the 
Mercantile Agency Company was 
Duffin, president 


Attorney’s 
made by Attorney James Rk. 
of the corporation and president of the Inter- 
Southern Life Insurance Company, when he 
took the stand to-day on his own behalf to re- 
fute the disbarment proceedings that have been 
Nir. 


instituted against him. In his own words 


Duffin stated: 

Not only did I have no knowledge of it until 
January 23, 1925, but when I was told of the 
complaints by a lawyer I instigated inquiries 
concerning the reported financial condition of 
several young men to whom I had turned over 
the active operation of the business. On learn- 
ing from them that there were not, at hand, 
sufficient funds to pay the checks I at once 
gave them my check for $3500, or $500 more 
than these young men believed necessary to pay 
the checks, and they were then paid. 

Mr. Duftin made it plain that failure to send 
out the checks was, in his belief, the fault of 
the filing method that had been used by Louis 
I’verman, discharged bookkeeper of the agency, 
and who is now the star witness for the State. 
Again Mr. Duffin declared: 

Mr. Eyerman did not take the elevator to go 
down the many floors that intervened between 
the surface landing; he either went down the 
steps or hid some. place. 3uilding employes 
have watched Mr. Everman as he opened my 
desk in the private office. He remained for 
two hours going over the books he found 
there, copying matter from them. 

| found several leaves torn out of my note 
I do not say he tore them out, though 
he has since said he made copies of some- 
thing from my books. Furthermore. I did not 
know that he had worked in my office on sev- 
eral other nights till he told me so. 


he « Ik. 


After giving a brief sketch of the career of 
the Attorneys’ Mercantile Agency Company, 
organized twenty years ago, Mr. Duffin, once 
more in person, testified as follows: 
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cn 


Krom its organization until 1912, I gave a 
great deal of time to this collection business 
From 1912 to 1914, I gradually turned the busi- 
ness over to a number of young men, and they 
carried the business on without referring any 
part of it to me, except in litigated matters and 
bankruptcy cases. I received, at first, $200 a 
month as a retainer, as would any other lawyer, 
and later, $250 a month until in 1921 I became 
so busy I could no longer attend to any of the 
agency's litigation. 

On occasions I] furnished it money or dis- 
counted notes for it when it was not getting 
fees as promptly as it should. So far as | 
know, the business was always solvent, and is 
now. It is indebted to me and to no one else. 
Since 1921, I have known nothing of the de- 
tails covering the business. 

Mr. Eyerman served as bookkeeper part of 
the time for me and part of the time for the 
agency. I don’t know, now, how he gradually 
slipped into keeping my books and the agency's 
1ooks at the same time. I had great confidence 
in him at that time. Later, when I could do 
it I put my own books in the hands of my 
secretary, and until last Saturday I did not 
know the state of my accounts with the agency. 

I first learned of these complaints on Friday, 
January 23, 1925, when a brother lawyer told 
me of them. I asked the agency if these charges 
were true. They complained bitterly about the 
way Mr. Eyerman had held up checks while he 
was there. On that day I insisted on their 
sending out every check they could find in the 
files, regardless of the reason why such checks 
were held up. Out of that list of Mr. Eyer- 
man’s of 123 checks there is one bad one that 
has never been paid. 

I met Mr. FEyerman previous to the time 
his number was drawn in the draft and he was 
about to go to war. I employed him to keep 
the payroll and the audits on the work in prog- 
ress on the annex to the Inter-Southern Build- 
ing. He gave me faithful service for a num- 
her of months, but became rather dilatory and 
arbitrary as the work progressed. He scarcely 
gave me any information about my own affairs. 
tle renewed my notes. He was often surly, 
Lut is an able accountant if he cares to be. He 
never talked to me about the agency at any time 
and he never gave me a list of checks. I 
never knew of the one hundred and twenty- 
three checks he says were held up before. [| 
never even dreamed that any of these checks 
was held up for one year, two years, four years 
or any other time. 

Mr. Duffin§ flatly Mr. 
story concerning two loans by the 
Mr. Duftin of $1000 and $2000 respectively. He 


refuted Eyerman’s 


agency to 


made the assertion that notation of such a thing 
appears in no place except on his cash book 
and that it is in Mr. Eyverman’s handwriting. 
Again he replied in conclusion: 


The $1000 and the $2000 did get to my bank 
account but it was transferred from the agency 
account to mine, both in the same bank. At 
this time the agency owed me over $5000, but 
| made no effort to collect it. I never knew 
of any money collected by the agency that 
didn't go to its credit in the bank. I have 
never heard that a single cent was taken from 
the agency account that didn’t go out in the 
regular course of business for legitimates bills. 
The agencv has never given me one cent in 
dividends or anything else except my salary 
up to 1921. 


Oregon Life’s Business 
Last year the Oregon Life of Portland 
wrote $6,150,638 of new business, and closed 
the year with $35,667,034 of insurance in force 
and with assets of $5,308,078. 
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Statisticians 








Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. 

We are also equipped to prepare can- 
cellation and reinsurance schedules, or 
handle any job where the use of tabulat- 
ing machines or comptometers is de- 


sirable. 
Phone: JOHN 1090 
50 John St. New York City 

















Wanted 








Qualified Actuary 


LeadingSouth American Company. 
Good Salary and prospects. Apply 
by letter, stating age and experience. 
Box 75, Care of THE SPECTATOR. 








Insurance Decisions 
By J. W. ZELLER 











Agent enjoined from soliciting business 
from the customers of his former employer. 

Plaintiff corporation was engaged extensively 
in the business of soliciting and placing of all 
forms of automobile insurance. By motion, it 
sought to restrain the defendant from solicit- 
ing or seeking the business of plaintiff’s cus- 
tomers or from representing that he was an em- 
ployee of the plaintiff. Plaintiff bases its claim 
on a contract whereby it was agreed that the 
defendant was to give his entire time and effort 
to the business of the corporation and was to 
receive 10 per cent on all policies of business 
placed through his efforts. Clause 8 of the 
agreement provided that the defendant should 
not directly or indirectly solicit or receive ap- 
plications for insurance from any person on 
behalf of any person or corporation other than 
the plaintiff. Clause 10 provided that if the 
contract were terminated the defendant would 
not go out and solicit plaintiff’s customers. 

Defendant argued that, in view of the fact 
that plaintiff had terminated the contract, he, 
the defendant, would be permitted to solicit the 
plaintiff’s customers. 

If the defendant has not been guilty of any 
breach of contract, the making of the motions 
cannot injure him, and if he has not solicited 
the plaintiff's customers, an injunction forbid- 
ding just this sort of thing cannot injure him. 

The circumstances, strengthened by the 
defendant’s very admission, entitle the plaintiff 
to this injunctive relief. 

Motion for a permanent injunction granted. 
M. L. Bayern & Co., Inc., vs. Lyon. 

Opinion of trial court affirmed in Appellate 
Division Supreme Court, First Department. 


Knights of the Round Table Honor A. R. 
Monroe 


About twenty of the members of the Knights 
and Esquires of the New York Round Table 
gathered last Tuesday evening at the Waldorf- 
Astoria to do honor to Alexander R. Monroe, 
recently resigned president of the Newark Fire 
Insurance Company. Many were the reminis- 
cences and the humorous anecdotes of a 
brotherhood that graduated from the cold 
school of hard knocks and experiences. The 
spirit of congratulation and felicitation seemed 
to emanate almost palpably from everyone 
present to Mr. Monroe, who, as the dinner 
progressed, was unanimously and enthusiastic- 
ally named Honorary King and Crowned Head 
emeritus of the Round Table for life. 

At the conclusion of the dinner. which, 
apropos was a complete surprise to Mr. Mon- 
roe, a silver fruit tray, handsomely carved and 
fittingly engraved with the names of those 
present, was presented to him as a memento of 
the happy occasion. Those who entertained 
were: 

C. H. Dunlop, Providence Washington; 
Charles H. Coates, National Liberty; W. L. 
Maillot, Phoenix Assurance; J. A. Kelsey, 
Tokio: R. P. Barbour and W. A. Blodgett, of 
Fred. S. James & Co.; J. Victor Barry, Metro- 
politan Life; A. G. Martin, Northern Assur- 
ance; A. Terry Post, of Seibeis, Collins & Co., 
Inc.: Carl F. Sturhahn and Thomas B. Boss, 
Rossia: A. T. Tamblyn, Union Reserve; How- 
ard DeMott, National Automobile Under- 
writers Conference: C. Weston Bailey, Ameri- 
can of Newark; Frederick B. Kellam and Wm. 
Mackintosh, Royal; C. A. Ludlum, Home. 





Prosperous Year for American National 


During the year 1924 the American National 
Insurance Company of Galveston, Tex., forged 
steadily ahead, and closed the year with sub- 
stantial gains in all important items of its 
statement. Some of the increases made last 
year were the following: In insurance in 
force, $37,030,018: in admitted assets, $2.983,- 
arr; in surplus security to policyholders, $237,- 
346. The assets of this enterprising institution 
now ageregate $20,053,899; its policy reserve 
on the American experience table, with 3 per 
cent and 31% per cent interest, amounts to $16,- 
388,279; while after taking care of that reserve 
and all other liabilities there remains a surplus 
to policyholders of $3,106,518, including $1,- 
000,000 capital and its unassigned funds. The 
insurance in force at the end of 1924 amounted 
to $252,067,422, and since its organization the 
company has paid policyholders $16,354,308. 
The larger items among the company’s re- 
sources include real estate owned, valued at 
$1,087,813: mortgage loans, $6,890,667: loans 
on policies, $1,935,187; bonds and stocks, $7,- 
553,434, and cash in banks and certificates of 
deposit, $1,723,231. The company’s income last 
vear averaged more than $754,000 per month. 
The company is now operating in twenty-two 
States, and also in Cuba and Hawaii. Its 
management has shown commendable enter- 
prise, combined with conservatism, which have 
enabled the company to make steady and liberal 
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PERSONAL ITEMS 





Dr. George C. Hall, medical director of the 
Life Insurance Company of Virginia, left 
Richmond last week for a winter vacation in 
Florida, accompanied by his wife. Dr. Hall 
recently underwent a successful operation for 
appendicitis. 

Robert S. King, manager of the Detroit 
branch office of the National Surety Company 
for the past two years, has resigned his posi- 
tion as manager. Mr. King was formerly 
manager of the office at Helena, Montana, and 
at Camden, New Jersey. He went to Detroit 
as associate manager with William D. Barrett 
when the office was opened two years ago. 

Miss Maude E. Inch, assistant secretary of 
the Insurance Society of New York, was back 
at the insurance library on Monday of this 
week for the first time since last August, when 
she was severely injured while on a trip to 
San Domingo. During the journey a terrific 
storm struck the ship and Miss Inch was so 
badly thrown about that she suffered a rather 
severe injury of the hip. Many of her friends 
called at the library to offer cangratulations 
upon her recovery, which at the time was ex- 
tremely doubtful. 








advances from year to year. Thus in the past 
five years its assets have grown nearly $13,- 
000,000, and its insurance in force over $150,- 
000,000. The official staff of the American 
National is as follows: W. L. Moody, Jr., 
president; Shearn Moody, vice-president; W. 
J. Shaw, secretary; M. Groshenny, treasurer; 
N. V. Morgan, assistant secretary; R. Brazil, 
assistant treasurer; W. H. Ford, agency man- 
ager of ordinary department; N. E. Gorton, 
actuary; J. R. Sayre, claim adjuster; Dr. Ed- 
ward Randall, medical director; W. J. C. 
Weimers, assistant medical director. 


Albany Legislation 
(Concluded from page 9) 


tive to penalties for violation of the provision 
pertaining to agents of non-admitted insurers. 

Senator Bouton, amending section 231, in re- 
lation to payment of death benefits of frater- 
nal benefit societies. 

Senator Bouton, amending section 142, in re- 
lation to agents’ certificates of authority. 

Senator Bouton, amending section g1-a, in 
relation to revocation of certificates of author- 
ity of agents of health and accident insurance 
companies. 

All the foregoing measures, presented by 
Senator Bouton, also have been introduced in 
the House by Assemblyman Wheatley. 

These three bills amending the insurance law 
have heen offered by Assemblyman Gedmey : 

Adding new section r1o1-a, in relation to pay- 
ment of premiums on industrial policies. 

Adding new section 1o1-f, prohibiting inter- 
est charges on quarterly, semi-annual or other 
periodic premium payments of less than one 
year. 

Adding new subdivision 11, section ror, pro- 
viding for the return of unearned premiums 
where the insured dies before the expiration 
of the period for which the premium is paid. 
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4#~ Our Agents Have 


A Wider Field— 
An Increased Opportunity Because We Have 


Age Limits from 0 to 60. 

Policies for substantial amounts (up to $5,000) for Children on a variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-Annual or Quarter- 
ly Premium plan. 

Participating and Non-Participating Policies. 





0. C. L. BUILDING ” 
Same Rates for Males and Females. 
Double Indemnity and Monthly Disability Income features for | | | 





Males and Females alike. ADAMS ST. 














The Company has its Home Office in its own building at 166 W. Jackson Blvd. running through 
to Quincy and Wells Street, right in the heart of Chicago’s Financial District. 









































Standard and Substandard Risk Contracts, i. e. less work for nothing. 4) a tas > near a 
e Commercial > aes . Q 2 
We have openings in Ala., Ark., Dela., D. C., Fla., Ga., Ill., Ia., a a . resi z ze 
Kans., Md., Mich., Minn., N. M., Okla., S. D., W. Va. — a cg Ce 
Fed- Illinois 4/82 
Colony eral 2 ercnants * 
THE OLD COLONY LIFE INSURANCE COMPANY F7]"*|§/° ce | 
of CHICAGO, ILL. JACKSON BOUL. 
B. R. NUESKE, President Insurance mt 
[Beehaene Teade 


















































The Cream Is in the “Strippings” 





If you ever lived in the country, you probably have had the 
experience of nestling your head against the warm side of a 
red cow, the while balancing yourself on a one-legged stool 
as you directed two alternate streams against the bottom of a 
tin pail gripped tightly between your knees. And you re- 
member the admonition to make a thorough job of it—‘‘for 
the most cream is in the strippings.”’ 


In the life insurance business we face a like necessity. There 
is a certain volume of business that comes to an agent without 
much exertion, and is apt to be worth little more than the 
activity required to produce it. After the easy business is 
exhausted, then continued persistent effort brings the business 
that makes an agent successful and prosperous—for the cream 
of the territory is in the “‘strippings.”’ 


The Peoria Life is known for the help and encouragement 
extended to its agents to get the “‘strippings’’ of their territories. 
Policies are issued at all ages, to women as well as men, on 
participating and non-participating plans, for both standard 
and impaired risks. Thorough service to policyholders sup- 
plements cooperation with agents. Stimulating campaigns at 
frequent intervals inspire Peoria agents to realize their full 
possibilities—to get their share of the “‘hard-to-get’’ business 
which is the basis of big success. 


Peoria Life Insurance Co. Peoria, Illinois 

















THE MUTUAL LIFE 


The Mutual Life Insurance Company of 
New York has a record of EIGHTY YEARS 
of prosperous and successful business. It has 
passed through panics, pestilence and wars 
unharmed, and to-day, as a result of eight 
decades of endeavor, offers financial strength, 
reputation, magnitude, leadership, and life 
insurance service. 


Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Co. 


of New York 


34 Nassau Street New York 
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A Simple Plan for a Sales Talk 


By CuHarres K. Brust 
General Agent of the Guardian Life at Lous Angeles 


Simplicity in selling is naturally brought 
about by simplicity in thinking. One needs 
sympathetic interest from the prospect, together 
with simplicity in presentation, and with the 
presence of a need for insurance, in order to 
make a sale. 

It seems to me that a standardized selling 
talk ought to be gotten out for every new agent, 
so that the agent in going into a strange home 
or office would have certain fixed things to say 
and certain fixed things to do, in this campaign 
to make a sale, because certain actions bring 
certain reactions. 

It is not surprising that in moments of 
excitement the new agent forgets to say the 
very thing he should say, and do the things he 
should do, to create interest and make a sale. 
Ile has been given a great deal of general in- 
struction, but very little specific instruction. 

The agent in the course of making a sale has 
There comes a time when he 
“Lord, help me, I know that 
I ought to close this case, but what am I to do 


created interest. 
says to himself : 
next? I know I ought to say something or do 
something, because the case is ripe, but what 
am I to do?” 

Have any of you ever felt that way? | 
know that I have. 

In following this thought, let me say that 
the outside of a man or woman means far less 
towards success in selling, than what is within. 
Success and happiness begin with right think- 
ing, which is naturally followed by right liv- 
1 


g and this gives one the strength and courage 
to face the world successfully, 

Courage, my friends, next to simplicity, helps 
to close your cases. 

What do I mean by courage, as applied to 
our business ? 


wae an address at San Diego, Cal., January 31, 
925. : 





In my opinion it is an action that is guided 
by the consciousness of the nobility of the deed 
that is being performed—the consciousness that 
we are making the world a better place to live 
in every time we sell a policy to some father 
of a family or to a son who wishes to protect 
his parents. 

We must feel, every time we sell a policy, 
that we have laid another stone in the monu- 
ment we are building along the path of life. 

As we feel increasing strength brought about 
by work well done, our sales talks become more 
simple, more human and more powerful. 

After all, my friends, is it not true that all 
the prospect is interested in is—how much does 
it cost? And what does it do for me and my 
family? Think how simple these two sentences 
are and still they. embody a great deal of the 
thoughts of most prospects. 

How much does it cost and what does it do 
for me and my family? 

\Ve may talk for hours, but to the prospect 
it boils itself down to just these two sentences. 
Asa result of this, we must answer him in like, 
if we wish to make a sale. We must make the 
answers to his thoughts short, simple and at- 
tractive. Short and simple isn’t enough. It 
must be attractive. 

Ile must be forced to do the thing and still 
like the doing of it. 

It has taken years of experience for me to 
learn what not to say and in order to con- 
serve my strength I planned a simple selling 
talk, gradually huilt up by years of experience, 
so that IT might use: the fewest words and ac- 
tions to make a sale. 

I believe that effort is so much capital. We 
have only so much to spend. If we throw it 
away on business that is no good to us, we are 
dissipating capital. We must plan our sales 
with that in mind. If we don’t get the business 
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we go after, there is something wrong with our 
plan or something wrong with our business. 

In order to make it as clear as possible to 
some of you, I am going to tell you verbatim 
just exactly what I do and what I say in mak- 
ing a sale. 

In the fundamentals, this does not vary, no 
matter what the size of the policy. Naturally 
this does not refer to business insurance, be- 
cause that is another branch of our business, 
not to be touched upon now, but in the cause 
of simplicity I am going to give you our stand- 
ardized selling talk, given either in our office 
or in people’s homes. 

Let me say that we never talk to anyone, un- 
less we can have his undivided attention. We 
prefer to make four appointments a week and 
write two of these cases, than to call on forty 
people a week and write one case. Therefore, 
when a person cannot come to our office, due 
to the fact that he works in some office or fac- 
tory, we see the prospect at his work and say: 

“I have a proposition to submit to you, guar- 
anteed by a life insurance company, which, 
in the event of your living to be sixty-five years 
of age, will give you a monthly income for the 
rest of your natural life. In the event of your 
death before that time, it will give your wife 
a monthly income for the rest of her natural 
life, both to replace your earning power to 
some extent. We insure your earning power. 

In order to explain this thoroughly, I would 
like to come to your home at 7:30 this evening 
and I would thank you for 15 minutes of your 
time, so I may explain it to you and your wife.” 

[ find little or no difficulty in making ap- 
pointments, because of the way that I make 
I don't 


say: “Wi§ll you have time to see me at 7:30? 


them. These are positive suggestions. 
T use a positive tone and make a positive re- 
quest. : 

1 arrive at the home and am usually seated 
in the living room. I talk very slowly and in 
a low tone. I lean toward the man and woman. 


There is a magnetism about a human that is 
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at its best when it is close—the same as a 
magnet attracts when close, but has little 
strength when at a distance. 

I first thank them for the privilege of com- 
ing to their home and tell them that I consider 
it an honor. 

I then ask the man for permission to step 
into the dining room with them, so that I may 
show my figures under a better light. The 
purpose of this is two-fold: First—I have 
gotten them to do something at my suggestion; 
and second, we are close together, they usually 
being seated one on either side of me, and as 
a rule ] submit the figures to the wife, the hus- 
hand naturally watching every motion. 

You can see that this gives me an immediate 
advantage, because I am in a position to write 
the application, which is continually in my mind. 

I am there to get the business. No other 
thought comes into my mind. 

I never smoke, even when offered a cigar by 
a prospect. I refuse because no man can flick 

‘the ashes from a cigar or cigarette and keep 
the undivided attention of the prospect and his 
wife. 

I so guard and thoughts and 
actions that every bit of my strength is focused 
on my plan of guiding them carefully and 
quietly along a certain line, until the finish. 

I might say that at this point I again thank 
them for the privilege of coming to their home 
and being allowed to be of some service to 
them, and that I want them to keep their mind 
on the fact that I am there for that purpose. 

In order to be of the most service, I would 
like to know what amount of money they could 
save for a specified number of years, say 
twenty, if at the end of that time they could he 
independent in a modest way, or in the event 
of the death of the father, the family could he 
independent. I usually then ask the man for a 
sheet of paper. (Be assured that I have some 
blank paper in my pocket, but I prefer making 
him do a great many things for me, if I can, 
so he may be thoroughly in the “yes” attitude.) 

I then ask them both, as a general thing, if 
they can afford to save $35 per month—$35 per 
month being the premium on $10,000, twenty- 
pay life, around the age of forty. They usually 
look at each other and at that point I make the 
statement that I am there to be of service to 

‘them, and before they answer this question, I 


guide my 


must know the following things: I must know 
the man’s age, his occupation, the size of the 
family, the ages of his children, whether he 
owns his home, how much of a mortgage is 
against it and a great many other things, if I 
think this neceséary. 

It is surprising how they confide in you, and 
these confidences make it necessary for you to 
do your very best for them. 

If there is any hesitancy in their answering 
these questions, as there sometimes is, I simply 
reiterate that I am there to do them a service, 
and as this is a business proposition they ought 
to have no hesitancy in helping me to get at 
the right contract for them. 

I say that if I were a doctor and was asked 
to prescribe for them, I would have to know 
their symptoms and if I were their attorney and 
was asked to advise them, I would have to 
know the full facts of the case, and I consider 
myself in the same position of responsibility— 
as their insurance man. 

I again ask them whether they could save $35 
per month. The husband and wife look at each 
other and sometimes they say that they can and 
sometimes they say they can’t, but we have a 
frank discussion as to the amount they can 
save, without embarrassing them too much, and 
hy doing this you have placed them in a posi- 
tion where they can’t say they cannot afford it, 
thus getting rid of the greatest bugbear of our 
business. 

I then write on a sheet of paper: “Save $35 
per month” in large letters and figures. Then 
I write in large letters and figures: ‘Natural 
death—annuity at $50 a month to the wife; ac- 
cidental death—$100 a month to the wife; per- 
manent disability—no more premiums to pay 
and $100 per month for life to the insured and 
$19,000 when you die to your wife.” 

Any other objections they have are met in 
the way that you probably meet yours, but the 
main factors of this sale are that we move from 
the living room to the dining room; they have 
said they could save a certain sum per month, 
and we go right ahead as if they had acquiesced 
in the program. 

I have presented this thing in such a simple 
way that it proves to them that they are sav- 
ing their money and all we ask is that they use 
our depository. 

Very often in helping them to decide, I ob- 
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tain the application, by saying that I do not 
want them to decide upon the matter now, but 
we will obtain some particulars and will haye 
the doctor there the next evening at the same 
time and if the doctor says I may put such a 
policy in force, I will be glad to do so, but J 
cannot promise I can give them the policy, 

I also tell them that there are other features, 
such as dividends, etc., methods of settlement, 
etc., which I have not gone into, because | 
would not care to disappoint them any more 
than necessary, in the event they could not get 
the policy applied for. 

I believe that is all I can say as to “simplic- 
ity in selling,” because we use exactly the same 
methods in our office, where we write a great 
majority of the people we solicit—probably as 
high as go per cent. 

Life Insurance Company of Virginia Sends 
Agents to Florida 

RicHMonpD, Va., February 16.—Agents of 
the Life Insurance Company of Virginia who 
produced more than one hundred thousand or- 
dinary during 1924 were the guests of the 
company last week for three days at the Prin- 
cess Martha Hotel, St. Petersburg, Fla. The 
Hundred Thousand Dollar Club held a busi- 
ness meeting on the 12th, followed by a 
banquet that night. The next day was devoted 
to a sight-seeing trip to Tampa. The home 
office was represented by W. L. T. Rogerson, 
vice-president; John Sidney Davenport, Jr., 
actuary; Frank E. Hall, superintendent of 
ordinary agencies, and William Thornton, man- 
ager of the conservation bureau. 
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Selecting the New Type of Salesman 


By G. V. Core 
Manager, Sales Research Division, Phoenix Mutual Life Insurance Company 


Salesmanship has come into a new era and 
there is consequently a new type of salesman. 
You will find him in all the great businesses 
of the world. He differs from the old type of 
salesman in many ways, but the greatest dif- 
ference is that he is able to enter into the prob- 
lems of his client and assist him in solving 
these. Intelligent service is the keynote of this 
new salesmanship. It is based on a willingness 
and an ability to study the client’s problem and 
results in a sale only when it is to the mutual 
advantage of the client and the organization 
which the salesman represents. 

This new type of service to clients is found 
among other places in the great National Cash 
Register. It is called “Merchants’ Service” and 
costs the National Cash Register over a hun- 
dred thousand dollars a year maintenance. The 
“Merchants’ Service” makes it its business to 
know all about the retailers’ problems. It has 
an extensive research division which studies the 
problems of the big merchant with his huge 
department stores and also those of the small 
merchant with his one clerk. This service can 
tell the merchant how to pay his clerks to the 
mutual advantage of employee and employer, 
can show the grocer and the department store 
manager how to display their goods, can set 
up accounting systems for them, can teach 
clerks how to sell, and can assist the merchant 
in many ways to make his a better business. 
This service does not in any way obligate the 
client and the only point at which the National 
Cash Register Machine enters the picture is 
the service it will render in accomplishing de- 
sired rresults. 

Another great example of service in mod- 
ern business is that of the Burroughs. In 
developing its service to business enterprises it 
has studied the hotel problems so extensively 
that it can even advise where linen can be 
stored to the greatest advanvage, it knows how 
bankers can best conserve time in the keeping 
of records, what facts garages should have, 
and how railroads can economically keep track 
of their great transactions. One could go on 
indefinitely, naming great organizations who 
have this vision of service in the marketing of 
their products. 


TYPE oF SALESMAN 

Which is the type of salesman required to 
approach the clients’ problems intelligently? It 
depends somewhat on the client. I think we can 
safely say the salesman must know more about 
the particular problems in hand than his client. 
A physician must know more about medicine 
and its service to human beings than his patient, 
or else he would not be consulted. A lawyer 
knows more about law than the client who con- 
sults him. In the terms of the new salesman- 


ship the salesman serves as a physician, a coun- 
selor, and he must be able to diagnose and pre- 
scribe, to analyze and advise. 

In life insurance the client is for the most 


part the adult income-earning person. Since 
life insurance in the last analysis is the exten- 
sion of incothe beyond the income-earning 
period, we can obtain one picture of the life 
insurance client by noting the distribution of 
wage-earning people. The income problems 
vary all the way from those of the multi-mil- 
lionaire to those of the small wage-earner. Ser- 
vice to the client of wealth involves a thor- 
ough knowledge of finance, whereas the client 
of small income requires sympathy and knowl- 
edge of his problem in making a small amount 
cover the maximum of the good things of life. 
As in the case of the lawyer or the physician 
some cases demand the utmost of a life insur- 
ance counselor’s ability, while others may be 
termed the small cases, but, regardless of the 
type of case, the new salesman is the man who 
brings resourcefulness, knowledge, initiative 
and ability to the handling of these cases. 


MarKET SURVEY 

A few years ago when the Phoenix Mutual 
made a survey of the life insurance market it 
discovered that the reason that many people 
liked insurance but didn’t like the life insyr- 
ance “agent” was that the greater number of 
men representing life insurance in the selling 
end of the business were not equipped either 
by selection or by training to render service. 
There were approximately one hundred and 
fifty thousand to two hundred thousand men 
representing life insurance companies. Most 
of the business was being produced by a very 
small percentage of the men, who by their own 
initiative had become of the new type. The 
others were building a sales resistance for the 
competent man to break down. When we 
reached this conclusion from our survey, we 
set about to build a whole sales organization of 
carefully selected, well-trained men who could 
enter into the client’s problems and serve him 
in the capacity of expert counselers on insur- 
ance matters 

Our first problem was to recognize this type 
of man when we met him or, in other words, 
to know so much about his job that we could 
select the right man to fill it, the man in whom 
we could confidently invest money, training and 
co-operation, and feel that the money had been 
well invested both from a mercenary stand- 
point and also from the standpoint of service 
to our clients. We solved this problem to the 
best of our ability by making a “job analysis” 
or, in less technical terms, a description of the 
salesman’s job. From this description we deter- 
mined what characteristics our representatives 
must have and from this we developed our 
selection system. 

In the first place we designed a set of blanks 
which when completed would bring to our 
branch office managers the basic information 
necessary to form an intelligent opinion of a 
man’s ability to render the new type of service 
for the Phoenix Mutual. Some of the informa- 
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tion was the recorded impressions of the branch 
office managers which had been gained from 
several interviews, some had been recorded by 
the applicant and some had been gleaned from 
persons who had known the applicant, such as 
previous employers, retail credit informants, 
etc. When the manager had reviewed this in- 
formation and made his decision, he sent these 
records to the agency staff, consisting of vice- 
president and agency manager, assistant agency 
manager, agency secretary, and the managers 
of the four sales divisions of research, training, 
promotion and publicity. The staff members 
reviewed the papers submitted, and returned to 
the branch office manager the composite vote 
which is in reality the experience of a group 
reviewing hundreds of selection papers an- 
nually. 
SELECTING THE MAN 

The facts on these submitted selection papers 
were kept at the home office in convenient form 
until such time as we had adequate selling rec- 
ords on the men selected. We then measured 
the relationship between facts submitted at the 
time of application and subsequent field per- 
formance in selling, and from this study of 
data collected over a period of years, we devel- 
oped a method of valuing some of these facts 
for our branch office managers, so that in re- 
viewing the results of interviews and records, 
a manager can now reduce some of this infor- 
mation to a mathematical score. We were thus. 
able to furnish a “traffic sign” in selection to 
our managers. 

The score or grade is in reality a “composite” 
of all our managers’ experiences in selecting 
and developing men, and this particular method 
of valuing the data places in our managers’ 
hands the best measuring rod we have been able 
to develop thus far. It should be remembered 
that these scores are standards or measure- 
ments—external measures of underlying char- 
acteristics of successful salesmen. It isn’t the 
facts that an applicant has dependents, and that 
he belongs to social organizations, and that he 
has created a financial reserve that makes him 
succeed. They are, rather, measurements. 
which indicate a seriousness in adopting a new 
profession, an inclination to mingle with one’s 
fellowmen, a persistence and ability to attain 
and conserve surplus funds, all of which are 
essential qualifications. As the physician uses 
his measure of blood pressure in diagnosing 
the case under consideration, so the manager 
uses these measurements in “sizing up” the 
prospective salesman. It has been proved a 
successful method. 

To assist our branch office managers further 
in selecting the new type of salesman, we have 
collected from our most successful managers 
their methods of interviewing and selecting the 
prospective salesman. 

One of the basic principles of successful 
“weeding out of the unfit” is to “take ample 
time to size up the prospective salesman.” Two 
of the greatest assets that a manager has in 
selection are a keen faculty of judging men 
and adequate facts and impressions on which 
to base this judgment. Managers who are 

(Continued on page 35) 
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Taught by 


“Through hard experience in the selling of 
life insurance I’ve learned two highly impor- 
tant things,” said the old-time life insurance 
salesman, who often gives some of the young- 
sters pointers that are of real help to them in 
making more sales. 

“The first of these things is to not tell the 
prospect too everlastingly much about the other 
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Experience 
Pp 


fellow, but to confine my remarks quite largely 
to the prospect specifically and definitely and 
personally. 

“The second is to keep away from freakish 
methods of getting interviews with prospects 
and starting interviews and trying to put sales 
across. 

“It took me quite a considerable length of 
time to get wise to the tremendous importance 
of the first point in life insurance salesmanship. 

“During my early career as a life insurance 
agent I went quite largely on the idea that the 
spirit of emulation is strong in every man. I[ 
figured, for instance, that a banker feels he has 
a certain position to maintain and that, because 
of this feeling, he will step out and buy more 
insurance because other in the 
city has taken out a good wad of additional 
insurance. So I felt that when I could tell a 
banker about the insurance I had sold to some 
other banker I was pretty certain to put a 
good sized sale across. 

“IT felt the same way about all other lines of 
business and activity and I acted accordingly. 

“But one day when I was putting up that 
sort of a song and dance to one of the leading 
manufacturers of our city, the prospect brought 
me up short. 

“See here,’ said the prospect, breaking right 
into the middle of my sales talk, ‘you've been 
around here several times to see me on this 
insurance proposition and each time 
given me the same line of talk. You've told 
me about the insurance that other local manu- 
facturers are carrying and you've suggested 


some banker 


you've 


repeatedly that I buy insurance of the same 
amounts just because the other fellows have 
such insurance. 

““Now let me tell you something. That line 
f talk doesn’t make any hit with me and 
isn’t getting you anywhere at all with me. It 
hores me and irritates me. I don’t care how 
much life insurance the other manufacturers 
What they are carrying doesn’t 
affect me in the least. It has no relationship 
to the problems of this business, it doesn’t 
arouse any jealousy on my part and it’s just so 
much blah as far as I’m concerned. 

“The only things about the life insurance 


are carrying. 


you're trying to sell me are the things that 
will show me how I can make more money, 
protect my business and my family better and 
get the most possible insurance for the amount 
of money I spend. Now if you can tell me 
about the life 
trying to sell me I'll listen to vou. But if you 


these things insurance you're 
iaven't anything more to tell me than com- 
parisons of the amount of life insurance I'm 
carrying with the amounts other manufacturers 
are carrying I can’t give you any more time.’ 

“That was pretty blunt, wasn’t it? That 
was sure telling me a mouthful. But, I’ve got 
to admit, I had it coming. 

“Since then I’ve stopped trying to sell life 
insurance by stimulating jealousy and emula- 
tion. I’m sure that just as it didn’t help me 
with this one banker, so it didn’t help me with 
a lot of other people and I know that since 
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The widely known and most 
effective leaflet 


By WILLIAM T. NASH 


that follow death and with how these also 
be met by life insurance. 


Is Most Persuasive 


cases deemed hopeless. 
Cost of Dying’’ and then told the agent: 


“‘No agent on earth—not even yourself—c 


policy just the same. 
you gave me and as I read it I just couldn’t 
but apply the information to my own case. 


a $75,000 life policy. 
and fix it up.” 

The new edition of ’’The Cost of Dying” 
forms to the 1924 Federal Estate Tax Act 
contains the full text of this law. 


Insurance Exchange 





“Hopeless” Cases written by using 


THE COST OF DYING 


This most valuable canvassing document deals 
first, with inheritance or estate taxes and how the 
burden of these taxes to an estate may be taken 
care of by life insurance; second, with the many 
other items that enter into the cost of dying, 
among them being sickness and death expenses, 
other expenses, the inevitable shrinkage and losses 


may 


Numerous agents have given strong testimony 
as to the effectual service of this leaflet in closing 
One prospect read “The 


ould 


sell me life insurance, but I am going to buy a 
I read that little pamphlet 


help 
It 


seemed to be written especially for me, and when 
I finished reading it I found I had sold myself 
Now you may go ahead 


con” 
and 
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then I’ve put more sales across than ever be- 
fore. 

“] had to learn about this second important 
point of not being freakish in making sales, 
by experience, too. 

“When I was younger in the life insurance 
business by many years than I am now, [ used 
to spend a tremendous amount of time in 
devising new and startling ways of getting to 
prospects. My idea was, in those days, that 
every man’s hand was raised against the life 
insurance salesman and that the only way for 
the salesman to get by was by surprising the 
prospect into making a purchase. 

“Of course, there was something in this idea 
in those days because in the older days the 
people were not, as a whole, so generally sold 
on the proposition of life insurance as they are 
at the present time. But, even so, I went alto- 
gether too far. 

“Every now and then I would snoop around 
a man’s place of business and find out his habits 
and then time my calls so as to get him right 
after he had had a good lunch. My idea was 
that a good lunch would put him in a genial 
frame of mind and that it would be an easy 
proposition to sell him But, like as not, I 
that he had eaten too much and 
drunk too much and that he was sleepy and un- 


would find 


able to take in my proposition the way I wanted 
him to. 

“Again, I got up elaborate mailing cards 
carrying a picture of myself holding out an in- 
surance application as I trotted along on a 
trail of footsteps. With this picture there was 
copy reading like this: 

‘Tam on your trail. 

“‘T am going to find you and sell you some 
life insurance,’ 

“Which was a freak stunt, of course, and 
which did me more harm than it did good. 
Naturally, most of the men who received this 
card took pleasure in eluding me and then tell- 
ing their friends and myself how they'd escaped 
my sleuthing. 

“Also I had the habit of making impassioned 
addresses to prospects of an evangelistic na- 
ture telling them about the imminence of death 
and the necessity for providing for their loved 
ones and all that sort of thing. As examples of 
oratory they weren’t so good and as sales talks 
they were rotten. 

“And one day a wise old prospect on whom 
I was calling told me just what the trouble 
was. 

“Say, said this prospect, ‘if we went after 
business in this establishment the Way you go 
after business we’d never get any worth-while 
business at all. You act like a freak when you 
try to sell life insurance to me. That sounds 
raw, doesn’t it? It is raw, but someone ought 
to tell it to you. You're a pretty good scout 
ordinarily, but when you start trying to sell life 
Insurance you aren’t human, that’s all. 

““You ought to realize that people don’t un- 
derstand freak stuff. What they do understand 
and what does get to them is straight, common 
Sense, everyday selling methods — nothing 
Particularly spectacular, nothing sensational, 


nothing even remotely freakish. 
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Clinton Davidson’s Novelty Advertising Helped 


Secure Interviews and Sales 


Clinton Davidson of Buffalo, a well-known 
life insurance man of experience, recently re- 
called some of his earlier advertising stunts 
which helped get him business and win him 
recognition as a star salesman. One of these, 
which he used while selling life insurance in 
Louisville, Ky., was a novel idea for insuring 
an interview. 

Mr. Davidson used a 6 x 7 inch card, enclosed 
in a suitable envelope. At the top, beside a 
picture of himself, he glued a nickel and two 
pennies. At the upper left was the word “just” 
and a pointing hand, together with text fall- 
ing just underneath the position occupied by 
the coins, so that, when the prospect read the 
rebus correctly, it read: 

“Just seven cents saved each day will pay 
the premium on a $1000 endowment monthly 
income policy.” 

Following that on the card, Mr. Davidson 
said: “The total of this small, yearly deposit 
is returned to you with compound interest, at a 


This 


is a unique policy that is written by David- 


time when you will be ready to retire. 


son. 

“You or your wife and children will receive 
a monthly income of $55 for twenty years, mak- 
ing a guaranteed sum of $13,000, by taking a 
$10,000 policy on this plan. 

“You don’t die to get it. 
it; 

“Take phone in hand and call for an appoint- 


You live to enjoy 


ment. 
“No obligation for an explanation. You'll 
enjoy if: 


“Why not talk it over with Davidson?” 

Mr. Davidson used this card specifically to 
make sure that the prospect would receive him 
when he called. Therefore, he mailed them out 
systematically, a few each day, and always fol- 
lowed the card up within a day or two after 
mailing. He says that as a result he never 
missed an interview with a man to whom he 
mailed the card. 

The psychology back of the card was, of 
course, the coins attached. The prospect wanted 
to see the man who would actually mail him 
United States currency to do with as he might. 
As a matter of fact, many of them insisted on 


“‘*Vou’ve got a product that is a universal 
It appeals to ordinary, average, com- 
freaks. So if 


necessity. 
mon-sense people and not to 
you'll just act like a human being when you try 
to sell life insurance instead of like a side show 
prize nut, you'll get farther in the long run.’ 

“Right then and there I heaved all my freak 
sales methods into the discard and since doing 
so I’ve been going bigger and better than I 
ever hoped to way back in those days when I 
was one of the city’s leading nuts. 

“Being normal and natural and actively ener- 
getic and enthusiastic is one of the best possible 
ways of selling life insurance, in my experi- 
ence.” 
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Mr. Davidson’s taking back the seven cents, 
which considerably reduced his expense per 
interview. 

Mr. Davidson has always believed in inten- 
sive advertising. He likes the kind that can be 
followed up by personal solicitation and for 
that reason, whenever he has departed from his 
policy of advertising chiefly by direct mail, he 
has used publications with a limited circula- 
tion, whose subscribers he could get to most 
conveniently. One publication he used was 
“The Young Man,” a publication of the Louis- 
ville Y. M. C. A. He wrote his own adver- 
tising in those days and the novelty of his ideas 
helped get him business. He made continual 
personal solicitation of the subscribers to this 
magazine and got a very large volume of busi- 
ness per year from among them. Here are a 
few examples of Mr. Davidson’s novel adver- 
tisements : 

“Wanted—A home, by a bright little boy, 
seven years old, and a sweet little girl, five 
They are orphans and their father 
Moral: See 


years old. 
died without life insurance. 
Clinton Davidson, the Life Insurance Man of 
the Highlands.” 


Wuat Great MEN Say 

“Benjamin Franklin—A policy of life insur- 
ance is the cheapest and safest mode of mak- 
ing a certain provision for one’s family.” 

“Charles Dickens.—Life 
conducted is truly a great blessing.” 

“Bishop Potter—Men toil, work, slave, 
almost sin for their families; they do every- 


insurance honestly 
nay 


thing but adequately insure.” 
“Lives of great men all remind us 
“We can make our lives sublime ; 
“If we buy good life insurance 
“From Davidson at this time.” 


THE Evit or PROCRASTINATION 
“There was a young man from the highlands 
“Who went to the Full-o’-prune Islands, 

“He came back from the trip 

“With a touch of the ‘grip,’ 
“And said with a howl, ‘Oh, my lands 

“Why didn’t I see Clinton Davidson and buy 

that life insurance while I had good health?’ 
If you do not see Mr. Davidson at the 
Y. M. C. A., you will find him at 504 West 
Main.” 


po 


Tue Hicu Cost or Dyna 

“Much has been said concerning the high cost 
of living, but who has stopped to consider the 
high cost of dying? Please give your mourn- 
ful attention for a moment to our tale of woe. 

“Should you become afflicted with a lingering 
illness, the trained nurse now charges $25 a 
week instead of the $21 rate in effect so many 
years. The old-time practicing physician is 
almost unknown to-day as nearly every M.D. 
is some kind of a specialist who is entitled to a 
specialist’s fee. The increased cost of mate- 


(Continued on page 30) 
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NEW POLICY 





Disability Benefits of 
$15.00 per $1,000.00 
Waiver of Premium 


Broader Double 
Indemnity Clause 


Loans at end 
of 2nd year. 


The 
Manhattan Life 


Insurance Co, 
of New York 











More Tekneek--Being Letters of a Would-Be 
Life Insurance Agent to His Girl 


By H. L. Jones 





The “hero” of these letters is of a type 
that is fast becoming obsolete, there be- 
ing no room for such as he is in a busi- 
ness which now requires undoubted gifts 
of personality, ability and general knowl- 
edge. The accompanying letter is the 
fourth of a series which brings out in a 
novel manner the mistakes an agent can 
make. Companies or general agents that 
are interested are invited to write to the 
editor and tf sufficient interest is shown 
they will be issued in booklet form— 
Epitor’s NOTE. 


When you have convinct a fello he is going 
to die by one plan, the other agent comes along 
behind your back and proves he is going to die 
by a plan quite diferent. And cheaper. This 
unsettles what was known as your prospect who 
naturally wants to die by the cheapest possible 
route. But what the rival agent says, Gladys, 
is all lies. If you had half a chance you could 














Dear Gladys: 

I’m still doing well, although I have had no 
business yet. An old hand at the game was 
talking to me yesterday and said I ought to use 
spotters. Spotters is more of insurance tek- 
neek and means a man who tips you off when 
there’s some business, where there ain’t any. 

He shares your commission when you got it, 
but he mostly goes without because there is 
none. A spotter is a mean thing, Gladys, but 
can't be helped owing to competition. And if 
he doesn’t spot for you he'll be doing it for 
somebody else, who gets the credit. I think 
I'll fix up one of these insurance detectives in 
the bank where I used to be. 

The business ain’t easy to learn, Gladys, 
what with one thing and another that you find 
out when you're in it. For instance, besides 
spotters there’s what is known as spare-timers. 
They are worse than spotters. Neither have no 
staytus. Only gall. A spare-timer is a man 
what gives part of his time to the fello who 
pays him his wages. The rest of his time is 
devoated to insurance. And devoated is a good 
word for it, Gladys. It’s a sort of side line, 
but some fello’s side lines are bigger than their 
main tracks. 

A spotter and a spare-timer usually works in 
an office or some place where there’s lots of 
folks around. May be the next fello to him 
is his bosom friend. Well, you go round to 
see this friend about insurance, and the spotter 
sees you pull out your manual. By this time 
his ears are wiggling like a windmill, and 
though you have your suspicions you can’t do 
nothing. You can’t help a stray word from 
leaking out, but you don’t worry if you finally 
sign your man up. As soon as you go, how- 
ever, he sneaks up to the telephone and calls 
up some man he does his spotting for, or per- 
haps his part-timing. He tells this man you 
have been around. This man comes along, as 
if casual, and slams you and your company. 
The spotter then chips in quietly with his ad- 
vice, and you don’t know nothing about it till 
all is lost. They call this competition, but down 
in your home town it is known as the skin 
game. 
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The Providers 
Life Assurance 
Company 
Operates in Illinois, Ohio, 

Missouri and Michigan. 


Desires to secure a capable 
agency organizer. 


Salary and commission. 


Apply Home Office 
1530 N. Robey Street 
Chicago, III. 











alas 


“HOME 
MONMOUTHILL 
i Lo 


One of Illinois oldest and best 
companies. Organized 1897. 


Assets over $4,500,000. In- 
surance in force $115,000,000. 
Purely mutual. 


Full coverage contracts. Or- 
dinary Life — Installment — 
Double Indemnity — Term — 
20-Pay Savings. 


The best for the policyholder 
and agent. 


Operating in 20 States. For 
territory write today. 


AGENCY DEPARTMENT 
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get back at the other fello by talking about the 
expectation of life. I know this is hard for 
you to understand, but when you’re through 
with my letters you'll be able to hold your own 
with that crowd you have around you, Gladys. 

Everybody that’s born has a expectation of 
life, because if they had never been expected 
they would never have been born anyway. I 
will try to make it easy for you to understand. 

Suppose you had a hall full of 1000 people. 
All sorts. There would be forty-four dead in 
five years, and you don't know who would be 
alive out of the rest. I know I would be dead 
in two nights and one day in a hall packed 
like that, but some folks have got thick skins, 
eh, Gladys? 

This fact has been proved over and over 
again by tables. Not the sort you sit down to 
for a square meal, but tables built by actuerries. 
The people who have died can’t prove nothing, 
but the people who were in the hall, and are 
lucky, can prove it. You see what I mean, 
Gladys? You never know your luck or else 
you wouldn’t need no insurance, and if people 
always knew their luck, they wouldn’t take a 
chance on behalf of their widows. Like they 
did once. 

Perhaps you would never have had a man 
like your father, if your ma could have picked 
him in a actuerrial way. 

The manager gets along very well with me. 
He has already given me a wallit and some 
I am sending the wallit to you by 
Take care of 
them because they cost 22 cents to send. Next 
yere my name will be on the calenders, if I 
make good, and they won’t cost no more to 


calenders. 
male. Also a calender for ma. 


send. 

I must close now as I have a date with a 
risk, 

Yours ever, 
HEnry, 
Selecting the New Type of Salesman 
(Concluded from paye 31) 

most successful in selecting salesmen use three 
or more interviews to collect these facts and 
impressions and to weigh them. It is not only 
necessary that a manager be so thoroughly sold 
on a prospective salesman that he will be will- 
ing to give generously of his time and energy 
to make him a success in rendering life insur- 
ance service, but it is also necessary that the 
applicant have ample time to determine whether 
or not the manager is the kind of a man “in 
whose shadow he would iike to walk.” 
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A Well-Balanced Agency 


By Watter E. May 
Vice-President and Agency Secretary, the Peoria Life Insurance Company 


As the program for any conference is very 
largely formed on the idea of conducting a well- 
balanced agency, probably it would be fitting 
first to decide just what constitutes a well- 
balanced agency. A well-balanced agency im- 
plies an agency in which the conditions regard- 
less of their kind or magnitude are ideal; an 
agency where there is a nicety of arrrangement. 
However, balance need not be confined to art. 
It has its place in government and has been the 
aim of several nations to preserve a certain bal- 
ance aS a means to continue in a state of peace- 
fulness. But balance may be extended to busi- 
ness, and here its use is of no less value than in 
the other activities of men. It may even be 
extended to the insurance business and to the 
insurance agency. 

“Tuman happiness has no perfect security but 
freedom, freedom none but virtue, and virtue 
none but knowledge.” If it be true that the 
well-balanced agency is the successful one, then 
there must be one at the head of the agency 
who has first the welfare of those he serves 
deeply seated in his mind and also a complete 
knowledge of his business. Happiness shal! 
bring success and with happiness there is always 


Another principle generally employed is to 
“tap thoroughly all sources of information.” 
These sources consist of the prospective sales- 
man and people who have known him. Gain 
the prospective salesman’s confidence so that he 
Break 
To the 
extent that this confidence is established will 
the information that you obtained on paper and 
verbally be of value. Watch the applicant in 
different situations—take hin. out to lunch, play 


will tell you his whole story freely. 
down his reserve and get close to him. 


golf with him, introduce him to members of 
the sales organization, see him with his wife, 
etc. If the manager can also establish con- 
fidence in people who have known the applicant, 
he will get a wealth of information from them. 
A manager should go to the heart of the mat- 
ter, for after all it is not so much a question 
of the manager getting an additional salesman 
as it is of the man seeking a new job getting 
the “right job.” And we myght say in passing 
that it is in the selection process that the sales- 
man gets his first impressions of the service of 
an institution. 


a knowledge of those things which go to make 
it up. Any successful agency, or even though 
it is not successful, is composed of certain 
phases or factors that go to make up the com- 
plete organization. It will be worth while to 
mention them and give some thought to them. 
First, an agency must have a head or a man- 
ager; second, there must be the body of pro- 
ducers; third, there must be a distribution of 
the cost of the agency; fourth, remuneration 
for both the manager and producers; fifth, re- 
lations of the agency to the home office of the 
company; sixth, training of the producers; 
seventh, morale and agency spirit. There are 
perhaps many more things of importance con- 
nected with an agency and even many more of 
greater importance than those mentioned, but 
some thought to these, even if they are not of 
the greatest importance, may be of some value. 


MANAGER’S IMPORTANCE 

When one not connected with an agency 
thinks about a certain one, he almost invariably 
thinks first of the manager of that agency—for 
it is around him that it is built. It is from him 
that it very largely takes its character. The 
heights to which the manager may aspire to 
rise very often are the level to which his agency 
may ascend. If he is a faulty, scattering in- 
dividual with no definite aims or goal in view, 
then we shall see his agency drifting in the 
modern struggle of business and being left be- 
hind and practically forgotten. If he is a man 
who does not attract men or is unable to hold 
them after he has procured their services, then 
his agency will be very largely composed of 
himself and the extent of his ability will be 
the extent of the accomplishment of the agency. 
However, one should not spend too much time 
on the faulty manager, but rather should he 
direct his gaze upon that manager who at all 
times has preserved the sense of balance that 
He first had 
a vision of the importance of his business and, 
realizing this, he saw the necessity of being well 
The successful man- 


has made his agency successful. 


informed in his business. 
ager has a knowledge not only of how to sell 
one particular policy that meets his fancy, but 
also of how to collect the renewal premium on 
it. He has a knowledge of not only how to 
training, and 


hire new men but also of 








EDMUND P. MELSON, President 


SPECIAL FEATURES ABOUT CONTINENTAL POLICIES THAT OFFER 


A WIDER FIELD - - INCREASED OPPORTUNITIES 


Age limits 8 to 65 

Major surgical operation benefits. 

Loan values.at end of first year under most forms ; ; 

Annual dividends on certain policies issued at non-participating rates. 

Unexcelled underwriting service for sub-standard policies. 
accepts approximately 95% of all cases submitted. 


CONTINENTAL LIFE INSURANCE COMPANY 


ST. LOUIS, MISSOURI 


The Company now 


P. M. HARPER, Vice President 
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in his mind he has the knowledge of all the 
phases of his agency and to each he can give 
its just importance. He also has that ability 
to attract men to him and then, with his per- 
sonality, he has that sense of justice and fair- 
ness and spirit that makes them contented and 
his loyal supporters. He is ever awake to their 
needs and in him they know he is their tower 
of strength to support them in times of diffi- 
culty. He is neither too severe, nor is he one 
upon whom they can impose. 

Having discussed to some extent the neces- 
sity of a manager in an agency and some of the 
qualities he should have, we may now turn to 
what probably is the most important phase of 
an agency, the producers. The agency might 
have a rather poor manager and produce some 
business, but without the producers nothing 
could be done. They are like an army whose 
strength is not in the directing genius at its 
head but in the great numbers of the common 
soldiers who compose the ranks. If there are 
duties for a manager to make his agency suc- 
cessful, there also are duties imposed upon the 
producers. The producer, too, should feel some 
of the importance and significance of the insur- 
ance business upon entering it and for his own 
success should determine that it is the business 


for him. He should then acquire all the knowl- 


edge of the business possible and thus acquaint 
himself with the business that he has engaged 
in. He should enter gladly into the field train- 
ing which his manager gives him and recognize 
in it his first opportunity to demonstrate the 
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practicability of the knowledge that he has 
acquired. The producer should not become dis- 
couraged too easily. When prospects become 
few and applications fewer, he should retain 
his spirit and recognize that here is opportunity. 
A citizen of this city once said concerning 
opportunity that “its dark form follows us like 
our shadow, to bid us win the prize while yet 
there is time; to teach that if we live in what 
is permanent, the destroyer cannot blight what 
we know and love; to urge us, with a power 
that belongs to nothing else, to lay the stress 
of all our hoping and doing on the things that 
If the producer is a firm 
believer in the difficulties that 
naturally will come to him will neither disturb 


cannot pass away.” 
his business, 
his faith in it nor in himself. The producer, to 
be successful, should bend his every effort to 
the upbuilding of his agency. He should take 
a great deal of pride in it and loyalty should 
be the strongest quality comprising his activity 
in the agency. A united hody of producers will 
make the agency a success, whereas, where 
there is no accord and one works to the disad- 
vantage of the other, there can be no success, 
or only a partial success. The greatest builder 
of success in an agency is that spirit which 
embodies in it the idea of the greatest good 
for the greatest number, which submerges the 
individual for the success of the agency. 
During the last year the problem that has 
heen in the minds of many companies is that 
of cost. The cost of business has been a factor 
that has steadily increased with modern busi- 
ness in general and has been of such a nature 


that it was difficult to deal with intelligently, 
The matter of cost is one that is of interest 
not only to the companies but to the agencies 
also. Companies have attempted a study oj 
this problem to arrive at something that will 
be accurate and just to both the company and 
the agency. However, in many of the agencies 
there has been thought given to the subject of 
cost. Very often the manager has had no sys- 
tem in this regard and finances have been the 
reason for his failure to make for himself and 
his company a creditable return. A _well-bal- 
anced agency should deal intelligently with the 
subject of finances. There should be no reck- 
less advances made to agents nor extravagances 
in the maintaining of useless and unproductive 
offices. The question of the cost of an agency 
very largely rests upon the manager himself 
—The Peorian, 


Clinton Davidson’s Novelty Advertising 
(Concluded from page 33) 

rial and labor we are told has raised the cost 
of caskets. 

“With these and a few other similar facts 
staring him in the face, it would seem that 
out man except 
suicide, but listen—one cheering thought re- 
Although the cost of 
vanced hand in hand with the cost of living, 


there is no way for a poor 


mains. dying has ad- 
the cost of life insurance is lower now than 
ever before. 

“Prepare for these increased expenses by in- 
creasing your insurance with Clinton Davidson, 
the life insurance man of the highlands.” 














Shortening 


which includes: 


A Prospect Bureau 
lars-and-cents prospects. 


and creates good will. 


Policyholders’ Insurance Service 


to policyholders. 


OF AMERICA 








the Selling Process 


To aid the Agent in his field work, we have a 
very practical plan of Home Office Co-operation, 





An Agent’s Training Course—a complete and 
original course for new and old agents. 


that develops genuine dol- 


Selling Helps— Advertising material to pros- 
pect and policyholder alike, holds business 


Embodying 
the ideals of true service to your client. 


Health Service of the Life Extension Institute 


Supplying you with such selling tools makes your 
success greater and more productive. For infor- 
mation concerning agency opportunities, address: 
T. LOUIS HANSEN, Vice-President 
THE GUARDIAN LIFE INSURANCE COMPANY 





Established 1860 under the Laws of the State of New York 
50 UNION SQUARE, NEW YORK 
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CONDENSED ANNUAL STATEMENT 


Kansas City Life Insurance Company 


KANSAS CITY, MISSOURI 


December 31, 1924 








ASSETS LIABILITIES 
First Mortgage Real Estate Loans. $21,428,858 .32 Legal Reserve for all Benefits... . . . $28,385,922 .87 
Loans to Policyholders............ 7,069,700.74 Present Value Installments, Death 
Home Office Building............. 1,413,062. 12 Claims and Disabilities......... 312,675.66 
Other Real Estate Owned......... 521,844.59 Reported Death Claims........... 153,750.00 
) A er ne ene 1,183,274.61 Set Aside for 1925 Taxes.......... 210,000.00 
Colisteval Loeme.... 2. 2.2062 0ask5, 12,000.00 Interest and premiums Paid in Ad- 
ee: Oe 1,156,618.52 : PE SAAS Sie Le er ea peeping 
Accrued Interest on Investments. . 839,144.07 lary Recoumtn and Bills tenes 89,363.70 
Reinsurance due from other com- . aid-Up Capital. .. ++. 500,000.00 
panies on losses reported........ 15,000.00 — one ag - — 
Market Value c S wares . nual an - e erre P 
— wets oe Dare ree: eek 25.097 . 24 Dividend Policies... 1,936,369.35 
Net deferred premiums in course of Unassigned Surplus. . .2,705,899.92 
RE ae eee ae 902,729 .32 nara EKA, 
ss scclioddiekaaaanicaes TOTAL SURPLUS TO PROTECT 
a $34 567,329.53 POLICY HOLDERS:.... «2.02; 5,142,269. 27 
Credits and Deductions. .......... 100,454. 25 
ADMITTED ASSETS...........$34,466,875. 28 fit oP ee esr $34,466,875. 28 
Number of Policies Outstanding............. : 129,707 
Insurance im Force......................0005:- $285,709,897.00 
New Busimess, 1904.......... 20 ce es een. 65,877,542.00 


The largest volume of issued business we 
have ever had during any calendar year. 


Organized and doing business in Thirty-four States. 
Expansion of territorial limits and growing agency organization give assurance of increased 
growth during 1925. 


Increased service to policyholders and egency representatives dominant aims for 1925. 


C. N. SEARS J.B. REYNOLDS 
Secretary President 
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OCCUPANCY IN ONCID 


UNITED STATES BRANCH 


110 William Street, New York 
Horatio N. Kelsey, Manager 
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YOU may be the fellow we want. 
WE may be the Company you want. 


LOUISIANA STATE LIFE INSURANCE CO. 


HOME OFFICE SHREVEPORT, LA. 
J. C. EVERETT, Mer. J. E. LEEPER, Megr., 
317 Wilson Bldg. P. O. Box 1077, 
Dallas, Texas Little Rock, Ark. 


Will open new terri- 
tory if justifiable. 














THE WOMAN’S BENEFIT ASSOCIATION 
OF THE MACCABEES 
ORGANIZED OCTOBER 1, 1892 
Largest Fraternal Benefit Society inthe World Composed Exclusively of Women 


A “‘Millionaire’’ Fraternal Benefit Society 
The Rates Are Adequate 
The Membership is over 255,000 
The Reserve Fund is over $19,000,000 
Its Business Standing is of the Best 
Gives Safe Protection to Women and the Children of Its Members 
Cares for its Needy Sick 
. B. A. Health Centers in Every City 
Summer Camps and Clubs for Girls 
Has Junior Rose Courts and Cradle Roll for Infants 
Its Reviews are Social and Welfare Centers 


Write for information to 


MISS BINA M. WEST MISS FRANCES D. PARTRIDGE 
Supreme Commander, Port Huron, Mich. Supreme Record Keeper, Port Huron, Mic 








PUBLICATIONS OF C. & E. LAYTON 


The undersigned are sole agents in the United States for the old estab- 
lished publishing house of Charles & Edwin Layton of London, England, 
whose long list of publications on fire, life, marine and other branches of 
insurance embrace the most valuable and standard treatises on these sub- 
jects 

Senp Ten Cent Stamp FoR CATALOGUE. 
THE SPECTATOR COMPANY 
135 WILLIAM STREET, NEW YORK 

















PUBLIC LIFE 
INSURANCE 
COMPANY 


HOME OFFICE 
CHICAGO 
ILLINOIS 


ALFRED CLOVER 
CHAIRMAN BOARD 
OF DIRECTORS 


GEORGE WASHINGTON LIFE 


INSURANCE COMPANY 
Charleston, W. Va. 
Harrison B. Smith, President 


presents opportunity for liberal contracts covering definite 
territory with Home Office registry and with power of ap- 
pointment of sub-agents. 

The States of West Virginia, Virginia, Ohio, Kentucky, Ten- 
nessee, South Carolina, North Carolina, Georgia, Michigan, 
Oklahoma and Washington. 


Address ERNEST C. MILAIR, Vice President and Sec’y 














SOUTHERN LIFE AND HEALTH INS. CO. 
‘“‘Oldest and Best’’ 


Has openings for good debit men and business 
producers. 


P. O. BOX 884 BIRMINGHAM, ALA 
‘“THE LIFE INSURANCE BUSINESS” 


Under the above title, Minor Morton, vice president and agency manager of a well-known life insurance 
“ompuny, has written a booklet of which the purpose is to demonstrate the desirability of capable men 
adopting Life Insurance as an Avocation. 


STRONG ARGUMENTS ARE CONVINCINGLY PRESENTED 


Every life insurance company and general agency needs this booklet. PRICES: Single copy, 15cents; 
100 copies, $6.00; 500 copies, $20.00; 1000 copies, $35.00; 5000 copies, $150.00; 10,000 copies, $250.00, 


THE SPECTATOR COMPANY 
Chicago Office 135 William Street 
insurance Exchange New York 


EUREKA MARYLAND ASSURANCE CORP. 


BALTIMORE, MARYLAND 


Incorporated 1882 


A regular OLD LINE Stock Life Insurance 
Company, issuing all the STANDARD FORMS of 
POLICIES, INDUSTRIAL and ORDINARY. 











JOHN C. MAGINNIS, President JOSH. N. WARFIELD, Jr., Sec’y & Treas 
J. BARRY MAHOOL, Vice-President J. HOWARD IGLEHART, Medical Director 
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159 Millions Plus 


That is the amount Union Central Life Insurance Agents settled in 1924 
—the 57th year of our Company’s service. 


Here are some of the reasons: 


A reputation for low net cost and service 

A wide-awake organization of agents 

A coaching staff of wide-awake Managers 

Close cooperation between the Home Office and agents in the field 


An agent from New York writes: 
‘(If we do our part we can certainly count on the Home Office to back us up.”’ 


Ask the Union Central agent about his Company. 
He will agree with his fellow agent from New York. 


THE UNION CENTRAL LIFE Cincinnati, Ohio 











































| Field Annual 
Good to Buy + ae Saeeen 


||| Insurance Directories 


LAT 
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“|| Therefore Good to Sell | a 

: In a recent survey it was found that 80% of those = “Greater New York Tennessee : 
age 30 or under applying for policies in the Na- =ifd }New York State North Carolina 
tional Life Association carried no other insurance Es? New Jersey South Carolina 
at the time of making application. Practically Kentucky Virginia 
one-half our business comes from the un- = Texas 


insured; they are attracted by the lower cost. 


; *City and Suburban. 
Salesmen find it possible to increase production +Exclusive of Greater New York. 
and commissions each month because of the oppor- 


tunities for selling more insurance to more people. 
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Each volume contains a complete list of agents in 
the territory covered, with address, list of com- 
panies represented, etc. 


vingunanten 


0 


Pure Protection Policy 
§ Sample Rate per $1000 
Age 35—$16.30 


anteiien 


Many new features are included that will be found 
only in “Field Annuals.” 


Price of each $5.00 Postpaid 





Top contracts available in northeastern and 
southern Indiana, western and central Michigan. 
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Story of the INTER- SOUTHERN LIFE. 


A GOOD COMPANY 


This is our fifth advertisement on what makes a good company. 


SNTER-SOUTHERN UFE peahine 
OWNED BY THE COMPANY 





INTER-SOUTHERN LIFE INSURANCE COMPANY 


JAMES R. DUFFIN, President 
IS A GOOD COMPANY 


Nineteenth Year 





Continuity of employment and _ sufficient 
remuneration to meet the need and require- 
ments of representatives and associates, depend 
upon many considerations. It is quite necessary 
that both the company and the representative 
create a reasonable degree of local popularity 
in each community, by doing the things they 
ought to do. Much also depends upon the 
general ability, energy and integrity of both 
the company and the representatives. Then it 
requires a period of years—and this is where 
age is essential—of using this energy, ability 
and integrity in rendering a broad, liberal and 
essential service to others. It also requires a 


STATEMENT OF PROGRESS 


Total 
Jan. 1 Admitted 

Assets 
| Aarne $ 326,508.78 
BBR oy saiencas ucts wos etaitn aterste atk 1,719,228.64 
I aivag-n aha eag on ae au oe wie era Ko 4,506,612.89 
ee eee 4,664,170.30 
SERRE eee errr 4,820,779.76 
SES aera eatery art 5,494,297.54 
| ESSAI er eens eear torent 6,143,069.31 
er ee 6,873,447.45 
EP race ceva ces oer eee 7,371,274.27 
Se er ee 10,464,497.66 
IMI 0° 665 rocs ca wel were aherece aS 11,685,843.98 


high degree of personal responsibility on behalf 
of the representatives and the executive family 
in order to build a conception and practice of 
service, and supplement it day by day. 

This company has nineteen years of honor- 
able dealing to its credit. In many instances it 
has gone far afield to render service, and do 
and perform all of the things that its repre- 
sentatives and its policyholders have a right 
to expect it to do. It has probably been one of 
the pioneers in effecting just that kind of a 
representative organization that makes each 
unit function as effectively as if the entire 
organization were at the point of contact. 


Insurance Reserve and 
in Force Surplus to 
Policyholders 
$3,182,597.00 $ 271,952.37 
15,088,585.00 930,680.98 
36,260,222.00 4,396,139.55 
37,000,000.00 4,542,698.10 
37,800,000.00 4,803,670.12 
45,569,851.00 5,386,694.08 
57,901,271.00 6,045,958.52 
59,204,201.00 6,773,280.06 
62,591,398.00 7,332,928.21 
88,502,568.00 10,391,747.71 
101,580,000.00 11,497,586.61 


LOUISVILLE, KENTUCKY 


Thursday 







































Home Office service can be of value in solving 
each one of these problems. 


The organization of the Lincoln National Life 
Insurance Company builded by officers who have 
carried rate books themselves and who know the 
|| difficulties of the field and their solution, gives 
every assistance to the field man’s problems. 


(CINK UP' wir THE) LINCOLN) 


THE ANSWER 


There are plenty of cross word 
puzzles appearing in the field 
of action every week, such as 
getting prospects, ascertaining 
their needs, building interviews 
and completing the business. 











The Lincoln National Life Insurance Co. 


“‘Its Name Indicates Its Character” 
Lincoln Life Building 
Now More Than $345,000,000 in Force 


FORT WAYNE, INDIANA 
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114 FIFTH AVENUE, NEW YORK, N. Y. 
CHARLES H. NEELY, Manager and Attorney 


(As filed with New York Insurance Department) 


Financial Statement for the United States January 1, 1925 


MI. ig dt ee aT Oc a ee $20,001 ,655.07 - 
SLED LO CE ETE Tee Ty TT ee 15,211,718.07 
Voluntary Reserve for Contingencies...................... 1,000,000.00 
Senees tk PR, ons ik etc ee eben e cee ces: 3,789,937.00 
ae ak eins ond hed a hoNewReS 14,753,696.87 
Claims paid since organization over....................... 67,000,000.00 
METROPOLITAN OFFICE NEWARK OFFICE BROOKLYN OFFICE 
59 JOHN STREET 31 CLINTON STREET 156 MONTAGUE STREET 
JOHN C. BUNYAN, RESIDENT H. F. MacLACHLAN, LINDSAY H. RUDD, 
MANAGER SUPERVISOR SUPERVISOR 





























CRAWFORD H. ELLIS 


New Orleans, U. 8. A. 


President 


Financial Statement, December 31, 1924 


Assets in Excess of Liabilities for Protection of Policyholders 1,788,071.61 





Pan-American Life Insurance Company 


E. G. SIMMONS 
V. Pres. and Gen’! Mgr. 








ASSETS LIABILITIES 
Waa Gite ee cr, cts Cea d acs eee interim Sones $220,646 .79 Bech eseGU nc sin. 65. cowie, DER oe eee $12,071,897 .99 
First Mortgage Loans on Real Estate......... 7,023,775 .13 Death Claims Reported; Proofs Not Received. . 116,690 .09 
15 OFC) SR AA ane eer pe ne Pe ea eer 3,719,232 .27 Reseswediloe Patese. ooc50 vce: oes ween 68,495 .65 
CMSA hry. gtd Stata eee ata eraha er ctaceaee ot Menor 800 .00 Bills, Accounts, Medical and Inspection Fees 
Policy Loans and: Biens= << 65 coc phe ne cc's 28% 1,956,160 .77 PIG AiR ACCENCUccs s 2o5e. soos icmeniers a ntk eee 8,786 .86 
PUCTIIPUTINE OCC Go 5.5 She) ote carte: ou lane Siam sme aee es 292,320 .02 Stspense Accouits:.. oon cco cies ee cesar are 20,691 .65 
Cash im Officer and: Banks. «22. sone cee cence ees 329,189 .45 Premiums Paid in Advance.............s+0% 7,790 .58 
ROCEUEE IHR EROAEN ole iss e x5 Soba ain diocese wrens wel o 272,134 .66 Interest Paid in Advatice. ..... 2.6. ccccsceces 50,235 .94 
Net Uncollected and Deferred Premiums...... 381,713 .2 Reinsurance Companies’ Reserve Account... . 66,895 .32 
Due from other Companies for Death Claims on Miscellaneous Liabilities; 0.25. .-sc0ceeeee 90,196 .43 
PR GHESIIROEE POMGIOS Soo og. 5. G5 sede do ise. v ei etatele 17,500 .00 Surplus Apportioned for Contingencies. ....... 33,631 .84 
Miscellaneotis Assets... << ingen ote s nee so bao 109,911.59 Surplus for Protection of Policyholders Over all 
Biabiihtesin nfo yew ecsieet ean wre 1,788,071 .61 
Net Admitted: Assets... 22.2266 ccce sca $14,323,383 .96 $14,323,383 .96 
I oii 555 5 eS bes we hee eae $1,000,000.00 
Insurance Outstanding (Paid for Basis)................... 126,604,557.00 
a ik oo og Oo a en ak aes 14,323,383.96 
oii eo wictian fsb: De sera we ee ye 12,071,897.99 
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We have a few desirable openings in Michigan, 
Kentucky, West Virginia and Alabama for experienced 


SATISFYING SERVICE 


aggressive men with general agency qualifications, 


Participating 5.4% on instalment set. 

Non-Participating tlements. 

Age _—— 10 to 65 poe ye pn Assets 

Disability Income 02,000,000 insurance j 
The MUTUAL BENEFIT Double Indemnity force , ” 


LIFE writes policy contracts 
that meet the needs of the peo- 
ple; assists its agents in present- 
ing these contracts; and gives 
to policyholders a service that 
satisfies. 


THE MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 


Organized 1845 


Newark, New Jersey 


Atlantic Life Insurance Company 
RICHMOND VIRGINIA 
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HOME WIFE INSURANCE COMPANY 
of NEW YORK 


ETHELBERT IDE LOW, President 
The 64th Annual Report shows: 








Premiums received during the year 1923.........ccccccceee $7,686,858 
Payments to Policyholders and their Beneficiaries in Death 

Claims, Endowments, Dividends, etc............e008 5,871,644 
BUCTORGE 11) AODEIDN 5.5.6.2: 0100's 0:0 00:6 0.0.01 66 0101/0 5:66 6616 o.0:0 v.eseicie 2,401,507 
Actual Mortality 56% of the amount expected. 
ERSUTENCE 10) FOLGE... oc 66.00.00 0.0:1:09.0:.06 001600460 0066000 6ecien 247,373,210 
PACER RON MBER «5 co) c'0.9.0 01h:6/orecdreiee visieigie\s oa aie biae vaversielavere 655, 

For Agency Apply to 
GEORGE W. MURRAY, Supt. of Agents 

256 BROADWAY NEW YORK 




















Your Corner 


In the world of Life Insurance Salesmanship may not be as 
large as you would wish. BIG THINGS develop from small 
beginnings and the WESTERN RESERVE LIFE INSUR- 
ANCE COMPANY, as a young and vigorous company would 
like to interest young and vigorous growing men in its plans 
and opportunities. Your letter will have careful and con- 
siderate attention. We have the.opportunity for you. 


J. H. LEFFLER, President, 
JOHN W. DRAGOO, Secretary, GAYLORD DAVIDSON, 
Agency Manager 





The Home Life Insurance Company of America 


Incorporated 1899 
PROTECTS THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from BIRTH 
to 60 years next birthday. 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from 
date of issue and are up-to-date in every respect. 
ORDINARY POLICIES contain valuable SPECIAL DISABILITY and 
TOTAL AND PERMANENT DISABILITY CLAUSES and DOUBLE 
INDEMNITY FEATURES, and are guaranteed by State Endorsement. 

A Home Life policy brings peace of 

mind to the man who loves his family. 
Basil S. Walsh, President P. J. Cunningham, Vice-President 
Joseph L. Durkin, Secretary John J. Gallagher, Treasurer 

Dr. E. Bryan Kyle, Medical Director 
Independence Square Philadelphia, Pa. 

















NEW and up to date policy 
contracts. REAL SERVICE 
toPolicyholdersand Agents. 
NOTSO BIG to lose sight of 
individual Agents, and big 
enough to serve its Agency 
and Policyholders satisfac- 
torily. SOME GOOD terri- 
tory in IOWA and SOUTH 
DAKOTA open for Agents. 


JAS. H. JAMISON, Pres’t 





DES MOINES, IOWA 





ne EXCELLENT OPPORTUNITY 
for Reliable, Energetic men to represent us in the states 
of Illinois and Missouri with direct Home Office contracts 
Liberal policies. 

CAPITOL LIFE INSURANCE COMPANY 


OF COLORADO 
Clarence J. Daly, President DENVER, COLORADO 























LOUIS W. MACK, President 





GEO. H. SCOTT, General Agent 
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JOHN D. MARTIN, Secretary 
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FIRE AND MARINE 
INSURANCE 
AND ALL ALLIED LINES 


AMERICAN GENERAL HOME OFFICE BUILDING 
326 NORTH MICHIGAN BOULEVARD 
C. A. FARWELL, Managing Underwriter 


AN AMERICAN COMPANY 
FOR 
AMERICAN PEOPLE 
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